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Se 1941 Television Boot — 
- faster, smarter, better styled | 





in new heel heights, followed | 
by a startling new promotion | 
in new Booties — the Brigade, | 
Spur, Aviatrix and the Colonel | 
by Cambridge for 1941. 


The only Bootie assuring snug 
fit and featuring a novel, con- 
cealed Jiffy Pull TALON SLIDE 
FASTENER. 


Cambridge | © RUBBER COMPANY cawsnince, wassacuuserrs 


FACTORIES: CAMBRIDGE, SSACHUSETTS @ TANEYTOWN, MARYLAND e@ _ ST. REMI, QUEBEC 


SRANCH OFFICES: 47 West 34th St. Los — Calif. Boston, Mass. Chicago, tli. SALES MGR. OFFICE 
New York City Denver, Colo. Montreal Keyser Bidg., Baltimore, Md. 
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“NOMOLA’’ pattern, tan 
calf antiqued, on Bolero 
last with a 22/8 Breastlock 
heel. Tandrite Calf No. 552. 








‘THE APPEALING BEAUTY of Tandrite Calf results from its pre 


eminently fashionable colors, fine smooth texture and lustrous 






finish. Style-wise women have always been quick to appreciate 






its distinctive attractiveness, and once they learn how it holds its 






ultra-smart appearance throughout months of wear, they will be 







even more’ favorably impressed when you again show them shoes 
of Tandrite Calf ! 


E. HUBSCHMAN & SONS, INC. 
Philadelphia. Penna. 





TANNERS OF FINE CALF LEATHERS 
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SIDE UPPER LEATHERS 


—BEGGS*’COBB™ 


oR OR WE OT) 














ORDER YOUR SHOES OF 


LEVOR wire ki0 wow. 
cA Lilf 


WEMAIRCAN GET THEM / 
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Onicinatity of today's style 
leaders calls for maximum versatility 
in machinery. The shoes illustrated 
are four timely examples of modern 
féotwear which are being success- 
fully and economically manufactured 
on W/C Cement Sole Attaching 

Equipment. 


















UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Ke Cos Sheer 
ANNOUNCE 
THE COMPLETION OF AN 


UNPRECEDENTED 





EXPANSION PROGRAM 


To help keep pace with the 
ever-increasing consumer demand for 
Red Cross Shoes, we have acquired’ a 
new factory and made extensive ad- 
ditions to one of our present plants, 
which will add 3,000 pairs daily to Red 
Cross Shoe production. 
@ To you fine Red Cross Shoe merchants of America, who 


have helped make these famous shoes the largest selling fine 
footwear in the world, we wish publicly to express our gratitude. 


THE UNITED STATES SHOE CORPORATION, CINCINNATI, OHIO 








RECORDER Readers|! 


And When They Do... 
HOW to BUY THEM and SELL THEM TO0 
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Top-fiight promotion in leisure shoes, 

and one which actually set the current vogue for Western 

: effects in men’s leisure shoes, Winthrop’s Westerner was an- 
nounced to shoe retailers first on October 26th, 1940 in Boot and 
Shoe Recorder, with really sensational results. 


Recorder Readers recognize a “LIVE PROMOTION” 
when they see one! 


BOOT and SHOE RECORDER READERS| 4 





w lo Pick ‘Em 


J.L. JOHNSON, Advertising Manager, 
WINTHROP DIVISION, 
INTERNATIONAL SHOE CO., writes: 

u Twenty-four hours after the magazine (Boot and Shoe Recorder) came 

out, letters and post cards, asking for more information or for a represen- 
tative to call, started coming in to such a degree that on November 1 we 
wrote Westheimer & Company, the Winthrop Agency, and our salesmen 
as follows: 
‘Undoubtedly you have already seen this ad in the Boot and Shoe Recorder, 
and we are sure that you will be interested in knowing that we have 
received more letters from dealers and more orders for sample shoes from 
this ad than any other Business Paper ad ever run by Winthrop.’ 


Are Promotion Makers for Shoes 
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HUNDREDS OF FLORSHEIM DEALERS 
"ARE NOW READY TO SAY 


Sales curves go up with the temperature when deal- 
ers feature FLORSHEIM VENTILATEDS! Originated 
by Florsheim, today they’re the biggest-selling 
Summer styles in the quality field . . . backed up by 
strong national advertising ...and an in-stock depart- 


ment, featuring sixteen different Ventilated styles. 


TO RETAIL AT 


Most Styles ri and 410 


The WALL 
$-985 


The Florsheim Shoe Company * Manufacturers + Chicago + Makers of Fine Shoes for Men and Women 
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THE NATIONAL TREND..-- 
PY of of 2 ene THE POPULAR 


bier 


You are approaching the biggest and 
most profitable white season in many 
years, for there is a broad new interest 
in white as a summer specialty. Yes, 
you can merchandise white shoes safely 
right through August—and with the ex- 
tra mark-up Tweedies permit you can 
wind up your season with a safe mar- 
gin of profit. TWEEDIE FOOT- 
WEAR CORPORATION, JEFFER- 
SON CITY, MISSOURI. 


PATTERN No. 2960-1 
In white So-Easy elas- 
ticized Elasticalf with 
Turftan Calf Bow and 
Fringe 

67 Last; 17/8 Flair 
Heel 


YOUR CHOICE CUSTOMERS 


CHOICE SHOES 





BOOT AND SHOE RECORDER 


EN the Bureau of Navigation Bul- 
letin, appeared the following: 

“FLAT FEET— REASON FOR 
—The Bureau recently received a 
request from a former enlisted man 
who desired to return to the Navy 
as an Athletic Director. He had 
previously received a medical sur- 
vey: The letter in part: 





about seven years ago I was 
working in the refrigerator hold of a 
Navy supply ship to which I was on work 
detail from my ship, a cargo hook, drop- 
ped from the main deck to the refriger- 
ator hold on my head, injuring my arches 
so. badly, which caused my feet to flatten 
in a few days. . . . I can do any kind of 
work that doesn’t require me t6 be on my 
feet. . . . I would like to be of service 
to you, although I like to be near my 
wife.” 
7 * 
IMIAX KESSLER, manager of the 
West Coast Shoe Store, Vancouver, 
Wash., says: 
“I read the March 15th issue of the 
Boot anp SHoe Recorper and in the 


Voice of the Trade I noted that various 
remarks were especially centered in an 
effort to simplify the problems of the 
buyer and consumer. 

“One party stated that the retailer 
should get a higher mark-up—so high in 
fact that he would take his odds and ends 
ct the end of the season and throw them 
into the ashcan instead of putting them 
out on sale. Another suggests that the 
retailer, instead of showing a lot of style, 
confine his buying to a minimum, so that 
he would not have to sacrifice at the end 
of the season. 

“Both suggestions, although on oppos- 
ing extremes, are very Utopian indeed— 
but unfortunately not practicable. I 
realize that both parties are expressing 


NOTHING LIKE A HEFTY j 
« MARK-UP : 


their opinions in an earnest effort to 
make the shoe business easier for all con- 
cerned. And this is becoming more and 
more a vital necessity in the shoe world. 
But we must devise a practical and prac- 
ticable plan, whereby the consumer pub- 
lic will have ample style satisfaction, 
without the sacrificing hazards to both 
the wholesaler and reiailer. 

“Each Spring the factories come out 
with samples featuring color. All colors 
of the rainbow are represented, and who 
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is to know which is to click? That buyer 
who had been ‘stung’ in the past becomes 
‘color hesitant’ and tries to play it safe, 
only to find in a short while that a cer- 
tain heralded or obscure shade has be- 
come the rage of the buying public. Then 
he gives himself a good swift kick for 
not having gambled once more. For in- 
stance, this Spring, saddle tan became a 
sensation. But, neither the manufacturer 





nor the retailer was prepared to supply 
the demand. Why should the shoe in- 
dustry miss such opportunities, just be- 
cause there is no centralized cooperation? 

“In my opinion, there should be a cen- 
tral board of judges, appointed from the 
various parts of the country, representing 
the retailer, manufacturer and tanner in- 
dustries — their main function being to 
centralize the predominance of color. I 
realize that this is a large order, but I 
believe it could be worked out into a 
workable plan that would be satisfactory 
to all concerned. Let there be style in 
shoes—let there be no unreasonable limit 
to it; but at least let us have some plan- 
ned color for the season. Let us all be 
prepared, so as to miss no opportunities 
to reap a reward, without useless sacri- 
fice.” 
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THE trail lengthens and broadens 
—indeed it does. Willard D. 
Pitcher, who took care of the big 
town Boston to Chicago trade for 
Walk-Over, then covered California 
for them and who later went shoe 
retailing in Damarscotta, Me.—took 
a swing around the country after 
selling his store. From Maine he 
leisurely journeyed down to Florida, 
through Texas to California. While 
in Los Angeles, he made this obser- 
vation: 

“Texas cities are all looking 
swell, with the shoe business very 
much on the up in all spots. Every 
town gives evidences of doing a real 
shoe job by the smart up and com- 
ing merchants. Conditions in Cali- 
fornia, especially in the San Diego 
and Los Angeles area are astound- 
ing. The amount of building activ- 
ity in San Diego makes one almost 














hope that there will be no sudden 
let-down in the aircraft, military 
and naval activities. 

“As far as men’s shoes are con- 
cerned, Easterners are simply as- 
tounded at the great variety of high 
style shoes which are being sold in 
volume in Southern California in 
the Winter months. Men all seem 
to dress in light clothes, which are 
most inviting for the casual, com- 
fortable, colorful footwear which 
seems to abound in the stores and 
on the feet. Studying the matter, it 
surely seems that casual and play 
shoes are a great stimulant for 
greater shoe pairage sales. These 
shoes require as much fitting sales- 
manship as regular shoes and are 
merchandised just as keenly. There 
is every indication that men all over 
the country will take to shoes of this 
character stronger and stronger.” 

* * * 
CHARLES E. BARNES, Credit 
Manager of The Fair in Chicago, 
Ill, says: 

“Accounts should be ‘dunned’ im- 
mediately they become delinquent— 
with brief, courteous and to-the- 
point communications. 
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—All progress comes from the indi- 
vidual himself. 

—When you and | and the other 
fellow endeavor to do our own 
jobs well and thoroughly, the 
whole community benefits. 

—And, as each community pro- 
gresses, so goes the Nation. 

—Today, we as individuals, are be- 
set with multifarious and perplex- 
ing problems both from within 
and without. 

—But as we, by industry and good 
reasoning, our own intimate 
problems, just so much sooner do 
the bigger outside problems take 
care of themselves. 

ry economic pte has on 

appy fac adjusting itse 
to ‘he hacen trend of individual 
thought and action. 

—To keep our balance in sensitive 
times such as these is no simple 
matter. 

—But all history shows that after 
each great social and economic 
storm a new era of progress and 
prosperity has followed as a mat- 
ter of course. 

—And that New Era is what we are 
striving for right now. 


President 





“If after the third dun, or after 
two payments are past due, no re- 
mittance is received, and the cus- 
tomer has made no arrangements 
to pay the indebtedness, the dunner 
calls the customer on the ’phone. It 
might be well to mention at this 
point that the great majority of our 
accounts have telephones, and we 
find that direct telephone contact 
usually results in payment of the ac- 
count, or a very definite arrange- 
ment for future payment. If the 
customer makes a denite promise to 
pay on a certain date, the dunner 
affixes a blue flag to the ledger card 


for a weekly check-up on all prom- 
ises. 

“In cases where the customer 
cannot be contacted by telephone, 
or is located outside of the local 
*phone area, form letters are used 
after three card duns have been 
sent, and from this point on form 
letters are used until the account is 
ready to be transferred to our Col- 
lection Department. 

“We very definitely oppose the 
use of outside collectors for routine 
collection work, and feel that every 
call an outside collector makes 
should be of an investigative nature, 
his findings and recommendations 
resulting in a final decision as to the 
future handling of the account.” 

* + 


WY HAT a circuitous way people 
go to get satisfaction in shoes! 


John L. Harris of Ross-Harris, New 
York, says: 

“Thanks for the thoughtfulness 
of your organization for having 
seen fit to recommend Mrs. J. X. 
Barton to our shop to be fitted cor- 
rectly to a pair of shoes. Mrs. Bar- 
ton, it seems, ‘Just didn’t know 
where to turn.’ These are her own 
words . . . to get a ‘decent’ pair of 
walking shoes. So she called up the 
Better Business Bureau who, sug- 
gested that she call the Consumers’ 
League, who suggested that she call 
the Boor anp SHOE REcorDER, who 
in turn suggested John Harris of 
the Ross-Harris Shoe Shop. 

“We are happy to report that 
Mrs. Barton was fitted—not sold— 
and in spite of the inclemency and 
vicissitudes of the weather, wore the 
shoes right out of the shop. 

“Swell—and what is more—she 
promised to write the Boor ANp 
SHoet Recorper and say thanks, 
for assisting in taking her feet off 
her mind.” 

* * ” 
NKATE ARLENE GOLDSTEIN, in 
Los Angeles-Hollywood on a vaca- 
tion from her regular job as fashion 


coordinator of the A. C. Lawrence 
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Leather Company, keeps her fingers 
on the pulse of the shoe industry 
and fashion world by doing such 
odd jobs as chairman of the Los 
Angeles Market Fashion Futures 
Publicity Committee and similar 
chores for the Fashion Group. Her 
latest call was from the University 
of Southern California where she 
is lecturing classes in “Line, Color 
and Design” and in “Buying.” 

“Of course I dwelt a et on 
leather and its products,” Kate con- 
fessed. 
GIVE ’em service till it hurts. A 
merchant in Santa Barbara, Calif., 
tells us: 

“A customer recommended to a 
friend, who was having foot, trou- 
ble, that he come to me to berfitted. 





Well, I fitted him and found that 
his feet were in very bad condition 
—weakness, fatigue and perspira- 
tion. In about six weeks from the 
original fittings, he returned and 
complained that the shoes had not 
worn well. In order to keep him 
satisfied, I rebuilt the shoes at a 
cost of $3.00. When he brought the 
shoes in I told him that if he would 
leave them, I’d have them rebuilt. 
But, what will I wear in the mean- 
time? was his query. I have a 
pair of house slippers here that 
have been slightly worn, I said. 


You may wear these home. You 


have your car, so there won't be | 
y 


much show of wear on them until 
you get home, and you can put on 
an old pair. of shoes. 

“The shoes were rebuilt in less 
than three hours. The next morning 
the shoes were ready. Three weeks 
later I called him and asked him to 
return the slippers. Five weeks from 
the time we repaired: the shoes he 
returned the slippers. They were 
completely worn out. In fact, there 
was a hole clear through the foot 
that had the bad arch. I asked him 
what he wanted to do with the slip- 
pers. Just return them, he said. 

“Actually the transaction involved 


—the Cost of the slippers to me— 
$3.85, the actual cost of the shoes 
—$7.35, the repairs on the shoes 


$3.00—Total $14.20. He had origi- 
nally paid me $11.75—so the extra 
cost to me was $2.45. 

“What a business! Give ‘em ser- 
vice till it hurts.” 

. * * af 
S.J. FOSDICK of Boggs & Buhl, 
Pittsburgh, Pa., says: 

“In the good old days, workers 
earned approximately $25.00 a 
week. In the recent few years, 
they have obtained salary increases, 
so that today with less hours of 
work, they are earning as much as 
$70.00 a week. Do they live in dif- 
ferent houses? No. Is the food on 
their table of better quality? Per- 
haps, slightly. Do their families 
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have better cultural opportunites? 
No. In this connection, let me point 
out that the great Carnegie Museum 
in Pittsburgh is for the first time in 
its history closing its doors at six 
o'clock every evening, because: pat- 
ronage does not warrant the expense 
of keeping open at night. Do the 
families of these men dress better? 
They have more, perhaps, but not 
better. The wife of one of these 
men told me: ‘I wouldn’t think of 
shopping in a department store, 
they are far too expensive.’ Where 
then does the increase in salary go? 
Their employer tells me that he has 
as many requests for salary loans 
now as he did when his employees 
were receiving an average of $25.00 
a week. You do not have far to 
seek to learn where the money goes. 
Read the reports of Automobile 
Sales, of Liquor Sales, of the 10 
Cent Stores, and chain stores. The 
goods being purchased in quantity 
by the new Aristocracy, that of La- 
bor, are not sold across the counters 
of most stores.” 
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Oh, I'm not particular about size. I'll take anything under a size 4!/2A. 
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At the J. C. Penney store, 
Private Ted Dudziak, in 
foreground, is fitted with 
a pair of brown monk strap 
oxfords; Corporal Russell 
Stayton, in background, 
considers the straight tip 
bal oxfords just fitted by 
L. Hi. manager of 
the shoe department, and 
Private Melvin Malette, 
center, does a little kibitz- 
ing. All three enlisted men 
are with the 8th Bombard- 
ment Squadron, Savannah. 


THEY MAY BE IN THE ARMY 


WELL, they’re in the Army now, and more are going 
in every day. One-strap side buckle plain toe oxfords, 
lace oxfords with pin-point perforations (and how they 
get by is a mystery, because they’re not regulation), 
standard plain toe lace bluchers, high bluchers with 
or without tip, ankle-high and puttee style jodhpurs— 
all of them are finding favor with the military. Uncle 
Sam’s old reliable high-top shoe, Munson last, is still 
issued by the Q.M.C., but for dress wear the boys find 
that they compare favorably only with coal-hods. 

And so, subject, of course, to the eagle-eyed scrutiny 
of the inspecting officer, they are turning to America’s 
shoe dealers for something they can wear for dress—to 
the movies with their girls, to the dances at the Soldiers’ 
Service Centers that are springing up all over the coun- 
try, and to other functions. And, as usual, the dealers 


are responding with styles that are meeting approval 
everywhere. 

A canvass of representative Savannah, Georgia, deal- 
ers in men’s shoes reveals some very interesting facts. 
One of the most important is: You can’t sell leather heels 
to the air force. The men may buy the shoes, but as 
soon as they possibly can they have rubber heels put on 
them. There’s a good reason—the runways at the field 
are hard, sometimes slippery, the floors of the hangars 
are hard, and sometimes slippery, and the planes them- 
selves are always hard, being for the most part metal, 
and always. slippery. 

"Way last Fall, when the Savannah Air Base was just 
under construction, the manager of the local branch of 
a large chain dealing in men’s shoes found that out. He 

[TURN TO PAGE 33, PLEASE] 
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Corporal T. A. Underwood, 
252nd Coast Artillery, looks 
over the plain toe blucher for 
its comfort, as W. I. Farmer, 
manager of the shoe department 
of Morris Levy's looks on. 





Uncle Sam May Give the Boys Six Pairs of Shoes a Year but 
When They Go On Furlough They Want to Choose Their Own Foot- 
wear. Here*’s What the Soldiers Want When They Dress Up as 


Noted in Savannah, Ga., the Center of Several Southern Camps 


BUT THEY STILL BUY SHOES 


Corporal J. W. Braswell, Head- 
quarters Battery, 252nd Coast 
agape , is undecided between 
which he has just been fitted 
by Milton L. Weil, of the Globe 
Shoe Company, and the monk 
strap oxford that he holds. 








FFOUR weeks from tomorrow is Mother's Day. The 
second Sunday in May is almost bound to be warm 
and sunny. Good weather means going places. Going 
places . . . on Mother’s Day . . . should mean going fo 
see the folks. Visits home . . . on Mother’s Day .. . 
should mean a gift for mother. 

We show here a few simple suggestions . . . practical 
and sellable. Boudoir slippers . . . fresh and new in 
attractive colors for Summer to replace Winter slippers 
grown a little shabby and dull since Christmas. They 
are always a welcome gift. This year many families 
will take their vacations traveling to visit an army 
camp. New slippers add pleasure to the trip. Satin, 


MOTHER'S DAY 


kidskin, suede and a variety of printed fabrics are on 
the market. Promote them in these materials for dif- 
ferent types of gowns. Pale blue and pink for delicate 
light-colored gowns for the more luxurious slippers. 
Deeper colors or multicolor for more practical every- 
day wear. 

And while you are thinking of foot coverings, look 
over your stock of hosiery. Nothing is ever more wel- 
come to any woman than a gift of some new stockings, 
especially in the new colors and new constructions now 
on the market. This year Nylon is definitely estab- 
lished as a popular item, popular for its sheerness and 
the tensile strength of its thread. Stockings with nylon 
































pan ees “Nosegay Compact” p 
as a gh: “Nosegay Compact” deep and round 
ped Se udproh From Henriette, Inc. Smart pleats 
give softly tailored look to this attractive bag in 
simulated patent leather. A Leading sty 
psig «eae arege We Fine calfskin bag in popular 


: trimming 
. feminine and practical. From Jerro Bros. 


Gifts for Mother’s Day Can Have a Special Selling Appeal 
this Year. Many Mothers Will Be Travelling this Summer 
-.- Visiting Sons in Army Camps. Promote Your Gift Items 
as Mother’s Day Presents Which Will Be the Perfect An- 
awer to Summer Vacation Needs. 


Gifts for Extra Sales 


toes and heels for longer wear are in demand when an 
all nylon stocking is not wanted. There are many 
attractive novelties on the market . . . evening stockings 
with new reinforcements for frivolous mothers; “Bub- 
bles,” a new construction with: all-over “perfs” like a 
shoe; and bright colored silk hose in red, green, etc., to 
contrast with or match Summer costumes . . . all three 

[TURN TO PAGE 34, PLEASE] 


Ideal traveling or house slipper in soft kidskin. 
From Swan Slipper Co. 





Above: Balcony, looking toward the front of the store 
and through the glass rail. Shoes are kept in long stock 
rooms behind the curtains which provide a salon effect. 


BEAUTY 


As a Spur to Buying 
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How i. S. Miller’s Parisian Shoe Department,in Birmingham, 


Ala., Made the Most of a Balcony Location and Increased 


Sales 25 Per Cent by Providing an Attractive Environment. 


THE importance of beautiful surroundings as an ac- 
tive spur to buying is being realized nowadays in all 
lines of business, Theaters, hotels, restaurarits and 
places of amusement have long used the allure of beauty 
to make spending money relatively painless. Of recent 
years filling stations, shoe repair shops, drug stores, 
and even funeral parlors, have been cashing in on 


beauty as an incentive to spending and as a drawing 
card in the spender’s selection of the place to spend. 
Many shoe stores and departments have a purely 
utilitarian appearance, even though at times it is soft- 
ened by some eye appeal in chairs or carpets. There 
are shoe stores and departments, too, which, as surely 
as any place of amusement, are cashing in on beauty— 
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the appeal of glamorous surroundings to the human 
“moth,” drawn by beauty and glamour as truly as the 
moth on wings is drawn to a bright light. 

One of the most beautiful shoe departments in the 
South is the Parisian Shoe Department, owned and 
managed by H. S. Miller. It is a balcony department, 
so arranged as to combine the features of both the shoe 
‘salon and the shoe department. Mr. Miller took a poor 
bet when his department, formerly at the back of the 
store’s main floor, was assigned to the balcony over the 
main floor. It was predicted the department would 
lose 25 per cent by the move, but, instead, there has 
been a 25 per cent gain, and, says Mr. Miller, “we are 
selling better shoes.” 

The ideas behind the planning of the Parisian balcony 
shoe department were to do everything possible to tie 
it in and connect it with the main floor, and to make 
it as alluring as possible to women, always seekers of 
glamour, so that they would go up there. “Women,” said 
Mr. Miller, “are incurable beauty seekers. However 
drab their home surroundings, however poor, they will 
walk right to a beautiful and appealing store or depart- 


[19] 


ment. If, when they get there they are given value and 
service, that is where they will buy. 

“Men are also beauty seekers in buying. If you don’t 
think so, ask any man why he will almost invariably 
turn into the filling station with eye appeal with another 
across or down the street that carries the same thing 
at the same price, but looks less attractive. I do it every 
time. Beauty isn’t sufficient in itself, there must be 
other factors, of course, but all things being equal, I'll 
buy at the nice-looking filling station.” 


ANOTHER advantage of a beautiful shoe department, 
explains Mr. Miller, is the added respect for what is 
sold there. The Parisian Department is selling better 
shoes in fay larger amount than before moving. 

In regard to the tie-up with the first floor, the work in 
that direction on this department has been remarkably 
effective, with the result that the balcony department 
gets the main floor advantages plus the quiet surround- 
ings of the balcony. The tie-up was accomplished by 
putting in a sweeping, inviting stairway where the bal- 
cony had formerly been served only by the elevators, 
and in placing a glass rail at the end over the main 
floor so that the department is really more visible from 
the front and entrance than was the main floor depart- 
ment at the back of the store. The glass rail is attrac- 
tive and adds much to the appearance of the department. 

The balcony position has made it possible to arrange 


this department in salon style. There are shoe boxes 
on shelves at the back of the department and over one 
end of the rail to show that it is a shoe department, but 


most of the shoes, around 10,000 in number, are 


[TURN TO PAGE 34, PLEASE} 


Left: The balcony shoe department, extending 

across the width of the store, can be readily 

seen by first-floor customers and serves as a 
constant reminder of their shoe needs. 
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SPRING WINDOWS 


SPRING ‘is the time of year when merchants think 
most of modernization and store improvement, of re- 
freshment of store appearance within and without. Even 
if no extensive plans of remodeling and redecoration 
are in prospect this year, every store should make it a 
point to give its windows an entirely new dress, not 
simply put in new merchandise, but provide back- 
grounds in Spring colors, add some new fixtures if 
possible and do all that can be done to give the windows 
an appearance totally different from their Winter dress. 
Only in this way will they attract customers by appeal- 
ing to the yearning everyone experiences in Springtime 
for a changed environment, in harmony with the season 
of nature’s rebirth. 

The accompanying illustrations tell the story of how 
a number of stores in different parts of the country 
have succeeded in giving their windows a new dress 
suggestive of the Spring season and serving as effective 
settings for showings of Spring styles. Every good 
window display, of course, starts with an idea, and that 
is notably true in the case of these displays. There is 
nothing radical or revolutionary about them, they do 
not necessarily involve great expenditure, and yet each 
has managed to convey in a novel and attractive man- 
ner, the feeling of Springtime and the freshness of 
appearance so essential for an attractive Spring shoe 
window. 


A novel Spring window idea used recently by Bloomingdale's 

New York, to feature a group of interesting styles for various 

daytime occasions. The auto with bri pair was pai 

on the background and ribbon streamers extended down to 
various pairs of shoes in the display. 


Now that the Easter selling season is over, late Spring 
and outdoor footwear are in order, so from this time 
forward windows that convey the outdoor feeling will 
be most effective, particularly in the case of shoes for 
sport, country and casual wear. 
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Jones Store Company, one of the largest department stores in Kansas 
City, made effective use of this attractive display arrangement to 
show a comprehensive group of styles from their Spring stock of 
Johnsonian shoes for men. Mr. Mohanna is the men’s shoe buyer. 


tep with the Season 


A Novel Idea or a Clever Caption to Get Attention, Plus an 

Effective Arrangement of the Merchandise That Shows 

Your Shoes Off to Good Advantage, Will Make a Success- 
ful Display at Any Time of Year. 


This attractive Spring 


stores, in New York City. 
“The Bow’'s the Thing 
for Spring” was the cap- 
tion, and the styles shown 
were mainly bow ties. 
The color scheme was 
particularly effective, with 
huge aquamarine bow 
contrasting with old rose 
in floor and trim. 
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‘Stock Control System 
Safeguards Sales 


Less Danger of Lost Sales if Size Ranges Are Adequate, 


Is the Opinion of Clarence B. Levy, Shoe Department 


Manager of Strouss-Hirshberg Co., Youngstown, Ohio. 


Here Is How He Keeps Them Unbroken. 


STOCK control has always presented a knotty problem 
to the merchant. Its necessity has long been conceded; 
the difficulty has lain in devising a system which would 
at the same time be simple and easy to keep, and yet 
would be adequate. To be adequate a stock control 
system must show at a glance the quantity on hand, the 
quantity on order, sales for a given period, and, if 
possible, planned ending stock for that period. 

The problem has been met at the Strouss-Hirshberg 
Company in Youngstown, Ohio. Clarence B. Levy, shoe 
department manager, developed a stock control form 
sheet which gives the shoe retailer a complete analysis 


of his stock on a weekly basis, yet is extremely simple 
and adequate. 

The form is a weekly worksheet, subdivided according 
to the various lines of shoes carried in the department. 
These subdivisions may be in the form, of price lines 
or, as shown here, trade names. Leathers and materials 
are divided into four general classifications—kid and 
calf; patent and gabardine; suede; formal. Each clas- 
sification is subdivided by colors, breaking the individ- 
ual groups down still further. 

The quantity on hand, and the quantity on order are 

[TURN TO PAGE 33, PLEASE] 
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Potter’s Open New Budget Section 


Potter’s new Budget Shoe Shop with its colored 

photomural of Cincinnati's skyline built into the 

center wall. At the right is the window display 

announcing the new section with its two popular- 
priced lines. 


HBEADLINES at Potter’s, “Facing the Fountain” in 
Cincinnati, is a luxurious-looking but popular-priced 
New Budget Shop. According to E. C. Orr, president of 
the Potter Shoe Company, and R. G. Nunn, buyer and 
head of the New Budget Shop, the verdict is that the 
new venture is thriving splendidly and is attracting 
swarms of customers, especially career girls and wage- 
earners who demand economy as well as style in foot- 
wear. 

“Begin with Beige”’—the popular Spring fashion 
slogan—might be used to describe the color theme of 
the New Budget Shop. Bleached oak furniture with 
brownish beige upholstery and light tobacco-brown car- 
peting harmonize with the egg-shell wallpaper and its 
gay flower pattern of bright yellow, saddle brown, and 
garden green. The effect is highlighted by a circular, 
dome-like ceiling, with its clear, indirect lighting fed by 
fluorescent tubes. This ultra-modern ceiling gives the 
effect of a daytime skylight, and pours a cheerful day- 
light into the Budget Shop. Air-conditioning will be a 
Summer feature, since the entire Potter Store has been 
air-conditioned for six years. And all shoes will be 
accurately fitted with the aid of X-ray fitting machines. 


The center of the wall is arranged like a broad win- 
dow overlooking an attractive view. At present, the 
scene is the skyline of Cincinnati from the river. This 
is a pastel-colored photomural, cleverly enlarged from 
a photograph. Mr. Orr and Mr. Nunn will change the 
scene to correspond with various seasons and sports. 
In Summer, the window will look upon a beach, boating, 
or tennis scene; in Autumn, it will show a football, hik- 
ing, or dancing view; and in Winter, a skiing, sled-rid- 
ing, or snowballing picture will be framed in the window. 

[TuRN To Pace 41, PLEASE) 
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How Would You Like a Label, Round Your Neck! 


THE Wool Products Labeling Law becomes effective 
July 14, 1941. So what? Plenty—because the Law’s 
purpose is to make sure the consumers may know what 
kinds of wool and amounts of wool are contained in 
the goods and what percentages of other fibers. Mis- 
representation in wool garments necessitates these clas- 
sifications of New Wool, Re-processed Wool or Re-used 
W ool and the labeling of the percentages of each. It may 
serve a purpose but WE have learned to keep our eyes 
and ideas below the ankle. NE SUPRA CREPIDAM 
SUTOR JUDICARET—“Let not the shoemaker judge 
above his shoe.” There has been little or no misrepre- 
sentation in shoe fabrics—the wear is not entirely a 
matter of wool. 

The Federal Trade Commission had the law put in 
its basket and is going to issue final rules as to trade 
practice within two or three weeks. You wouldn’t know 
from going to the hearings in New York and Wash- 
ington whether or no the fabric used in shoes was to 
be so labeled. You wouldn’t know because no shoe man 
brought it up. But in the textile and apparel trades 
there is confusion worse confounding—even to the 
point of not knowing what to do on labeling the old 
stock to be carried over the July 14 date line—Bastille 
Day if there ever was one. 

There were shoe men present at these hearings but 
they evidently operated on the theory of—“see no evil, 
speak no evil, hear no evil” was the policy of discre- 
tion . . . because labeling in shoes was not mentioned. 
We for one want no part of labeling. We hope that the 
shoe men who have been attending these meetings have 
been in the right and that shoes will be forgotten in 
the wool labeling rules. But we must not take it for 
granted because if we do, we may wake up on July 14 
and find ourselves in a “mell of a hess.” 

That’s the kindly way of expressing it—but it would 
be very unfortunate if we awoke some day to find that 
because we have not vigorously opposed wool labeling 
of shoes that we had started something that would 
lead us into a peck of trouble in time to come. Be- 
cause, once you start labeling a shoe with any one 
specification of ingredients, you are opening a door 
to a shoe labeling law itemizing all the ingredients, 
their derivatives andthe names of the sources of supply. 
And the ticket would be a yard long, to boot. 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


Now this same Wool Products Labeling Law, effec- 
tive on July 17, says: 

“1. WOOL—-Means new wool which has never before been 
made up into woven or felted merchandise. 

ROCESSED WOOL—Means wool which has been 
woven or felted and then—without ever having been used by 
the consymer—is reduced to a @erous state and again made 
into some wool produet. 

3. RE-USED WOOL—Means wool which has been spun, 
woven, felted, or knitted and then—after having been 
by the consumer—is uced to a fibrous state and again 
made into some wool product. 

Under the law, it will be a violation to sell or to distribute 


in commerce, any wool product, the fiber contents of which 
are not plainly set forth on some sort of label. The label 
wool eon ye yoy po to per —} . 
more of the total fiber weight and the percentage of any 
non-fibrous ‘loading’ material. 

Se sey ee 

There’s another point—establishing the proof of the 
ingredients—that’s a beaut! Let us say, for example, the 
law IS made effective on shoes, and at this writing it’s 
anybody’s guess—and our guess is that without oppo- 
sition the label goes on. Well, let’s say that it does. 
What then? The retailer must guarantee that the thirty 
square inches of fabric that go into a possible pair of 
pumps contains percentages of the following, etc. 

My suggestion is that the shoe industry should ask 
for an exemption from the Wool Products Labeling 
Law because if carpets; rugs, mats and upholstery fab- 
rics are excepted so should wool fabric in shoes—the 
former being excepted because of the large size, etc. 
So why not shoes—because of their small size. Be- 
cause you will find many a shoe in gabardine where 
the proportion is 70 per cent leather trim and 30 per 
cent fabric, or vice versa. Surface material is the 
principle thing covered by the labeling law because 
linings and trims are not to be so labeled unless repre- 
senting wool products. 

So you see, there’s a loop-hole, providing we ask 
the Federal Trade Commission for its consideration. 
If we don’t and shoes are included in the law—the 
nose of the camel warmed in the Arab’s tent will soon 
put the whole camel inside. A wee, little wool label 
may stretch to complete shoe labeling—heaven rue the 


day. 
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A SHOE BY ANY OTHER NAME 
<2 WON'T SELL SO SWEET /’ 


z— THIS 1S JOE, A SHOE DEALER 








Business is slow. Wishes 
there was some way to make 
the Sales Chart do this - 


Wonders how that Rhythm 
Step guy down the street 
manages to keep pulling 
the women in, in droves. 





THIS IS BILL, A 
RHYTHM STEP DEALER“ 


' 

He not only has the great advantage 
of the EXCLUSIVE franchise for Amer- 
ica’s only 1-2-3 shoe—but also the 
multiple advantage of Rhythm Step's 
complete promotions! He puts the 
Magic 3-Step Carpet right out in 
front, so women can PROVE Rhythm 
Step triple comfort for themselves. 
He uses the Rhythm Step free News- 
paper Ads—He uses the tie-ins with 
National Magazine Advertising—He 
uses Displays, Counter Cards, Radio 
Announcements. Sales do a sky-rocket 
and is Bill happy? . . . Yowsah! 

















Yes sir—Rhythm Step is the shoe with exclu- 
sive weightless Rhythm Treads to cushion the 
3 strain points of the foot! And when you add 
the splendid promotional backing to this exclu- 
sive triple comfort—no wonder sales soar! 
Take full advantage of Rhythm Step’s Spring 


and Summer promotional helps. 


MOST STYLES 


Wier RHYTHM STEP SHOES 775 =.=: 


se z JOHNSON, STEPHENS & SHINKLE SHOE COMPANY, St. Louis, Missouri 
£0.9.9% NEW YORK ADDRESS: 614-620 Marbridge Bldg. . . . New York City 


“ 
ereees oe 








Left to right: Harvey R. Herold, 

store executive; Chester Herold, 

general manager, and Philip B. 

Herold, assistant manager. Note 

photo of Phillip Herold, founder 

of the business, between Harvey 
Chester. 


THREE generations of Herolds have operaied Herold’s 
in San Jose, California, the oldest established retail shoe 
business on the West Coast. Three generations of 
Herolds and three generations of Boot AND SHOE 
RECORDER readers. 

Herold’s was started by Phil Herold in 1869. Nine- 
teen years later, in 1888, he subscribed for the very 
first issue of Boot anD SHoe Recorper. Each week 
since that time, Boor anp SHoe Recorper has been 
read from cover to cover by the Herolds. As kids in 
their father’s store, Chester and Harvey looked at the 
pictures in the book, then as they assumed shoe store 
responsibilities little by little, their REcoRDER reading 
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assumed the same degree of intensity as their dad’s. 

Now Chester’s son Phil is in the business and he, too, 
studies each page as diligently as does his father and 
uncle, and his grandfather before him. 


WITH the Herolds, the most important piece of mail 
coming to their establishment is Boor aNp SHOE 
RECORDER as from the reading they obtain real infor- 
mation of the market’s newest offerings, shoe fashion 
trends written by shoe people, what the merchants all 
over the land are doing in the way of merchandising 
their stocks, and fast spot news of the trade, while it 
still is news. 
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“Thumbs Up” 


No. 731 


We named it “Thumbs Up" because as the Valiant modeled by 
British say, “It can't be beaten" where the demand is LOUIS 


for the new wider BROGUE types. It is a Fine Fitter and WHEELER 


SMART OF LINE. 


UNITED LAST COMPANY 


56 Cherry Street BROCKTON BRANCH Brockton, Mass. 


KRENTLER BROS. CO. ST. LOUIS 
OTHER MEN'S PLANTS i KRENTLER BROS. CO., MILWAUKEE 
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A Boot and Shoe Recorder Department 


okey PECPRE . a 


by JOHN F. W. ANDERSON 





And for April showers, there is the 
idéa of fastening artificial raindrops 
made of cellophane all over the win- 
dow glass. Real rain can be created 
by running a perforated pipe across 
the top of the window, a trough across 
the bottom to catch the water and a 
small electric pump to lift the water 
from bottom to top. 

* *# 


the store. It is used exclusively to 
promote novelties in the women’s, 
children’s and men’s departments. 


Who Says That Small Ads 
Don’t Sell? 

Since the latter part of January, 
The Imperial Shoe Store, New Or- 
leans, has been running a daily series 
of one column by six-inch newspaper 
ads with surprisingly good results. 

The ads are written in an informal, 





Springtime 
A large basket of fresh flowers set 
in the back of the window is one of 


the most attractive Spring displays a 


personal vein and set up without any 
display of prices or signature cut. 

“These little ads,” says Albert 
Wachenheim, Jr., “receive more atten- 
tion than my large and elaborate copy. 
My customers, my friends and my 
competitors are complimenting me on 
them.” 

This campaign in no way replaces 


that we have seen. However, we can 
see that unless your window display 
is very well ventilated, this is liable to 
be a rather expensive idea measured 
in terms of frequent replacements. 
Another arrangement which we saw 
in a Fordham Road, New York City, 
store, is to pasie bright yellow arti- 
ficial flowers all over the window 


“Strange as It Seems” 


Through its stock control records, a 
New York City store has proven that 
$6.94 attracts many more purchasers 
than does $7.00; that $4.38 has much 
greater appeal than $4.35; and that 
hosiery can be sold much more readily 


at 65 cents than at 60 cents. 


the regular advertising schedule of glass. The interesting thing about this is 





* footnotes # footnotes 


* footnotes 
\y Der 


evs footnotes 


* foomotes 
wy Der Der 


* Ma-a-a-ms! Dem white folks 
done took you all's bandana 
and fancified a shoe wif it. 
Lawd’s a mercy, dey looks 
right smart, too, Pony Boy 
is what they call these 
spankin’ new Joyce play 
shoes. In White with red 

leather stitching &nd In- bandana, or blue-gray with 

dian. beadwork on the h red ‘bandana or brown jug 
. The . with tapa print bandana, 
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* The Injuns are here! Step 
gut of your tepee in these 
Hooligan .Kick Wampums. 
Tl take mine’in Sante Fe 
beige. ‘You may have 
yours in black: or brown 
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Honey chile, if you done got 
your little heart set on Pony 
Boy, Imperial’s budget shop 
is Selling them fast 9% hot 
cakes at 3.95. 
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One ad every day—2 by 6 inches—and surprisingly good results. 
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BEST IDEA OF THE WEEK 
IT PAYS TO ADVERTISE 
(Herold Shoe Store, San Jose, California) 


Mr. Chester Herold—*“Recently while attending a 
women’s club Corn Beef and Cabbage dinner, which, 
by the way, lost money for its sponsors, I got an idea 
of how I could help such organizations and get some 
good advertising for my store at a nominal cost.” 

O. P. Ideator—“I can see the connection between 
Rael nee eee. at Shen yee SE ee 
picture, you have me stumped.” ty 

Mr. Herold—“Well, to amplify and continue, I will 
say that I told a couple of church organizations that 
I would pay their groups 25 cents a head for all mem- 
bers who come to my store for a half hour some eve- 
ning and let me talk shop to them.” 

O. P. Ideator—“What kind of response did you get 
to this offer?” 

Mr. Herold—“I can only say that exactly 303 wo- 
men’s clubs and church organizations have asked my 
store to be their host for an evening. Right now, eve- 
nings are booked for the next three months. After 
the first solicitation, all of the subsequent organiza- 
tions asked us to assist them in raising money with- 
out our needing to-contact them.” 

O. P. Ideator—“Approximately how large do these 
groups run?” 

Mr. Herold—“We make the request to these or- 
ganizations that there be at least 40 persons at the 
meetings and not more than 65. The work of gathering 
the members is done by the interested women.” 


O. P. Ideator—“And now will you explain your 
program to us in a general fashion?” 

Mr. Herold—*“Certainly. Promptly at 7:30 I open the 

y aaeyo ag short introductory talk. I then intro- 

each departmental head for a short informative 


phasis is laid on each man’s training and 


Em 

hat the customer may expect in trading with a store 
that has been selling shoes since 1869, is being oper- 
ated by the third generation of Herolds and is serving 
the sixth generation of San Jose people. 

“We stress the advantages in buying good, prop- 
erly fitted shoes and emphasize that we have 107 dif- 
ferent fitting sizes in various types of shoes. I sum 
up by saying, ‘Our business is to know your correct 
size, your correct last and to fit you correctly. Every 
one of you women should know of the facilities 
Herold’s offers. It costs you nothing. It may mean 
a good deal to you. Now it is 8 P.M. and a Good Night 
to you’.” 


O. P. Ideator—“And our appreciation to you for 
an admirable plan by which a shoe store can make 
new friends in the community.” 











that odd prices are not necessarily 
cut prices. There are other interest- 
ing examples of this in the operation 
of other stores. For instance, we know 
of one store that had been selling 
men’s socks for 25 cents a pair. Sales 
were slow. The manager changed the 
price to two pairs for 51 cents, and 
his sales jumped immediately. We 
were also told of a store that had been 
selling women’s handbags at 88 cents, 
sales increased when the price was 
moved up to 97 cents. (It’s still a 
strange and interesting world to us! ) 


* * 


HAVE YOU SEEN MY 
175 OPERATIONS? 


London Character shoes 
have an average of 175 individual 
shoe making operations. 
That’s Quality ** That's Value 
‘The above sign in the London 
Character shoe store, Broad Street, 
Newark, New Jersey, draws attention 
to a fact in regard to our industry 
that many shoe men feel hasn’t been 
stressed widely enough in selling 
shoes to the’ public. 
When a customer hints that your 
shoes are high in price, just analyze 


for a minute or two the number of 
processes that go into the making of 
a pair of shoes as compared to the 
number of steps in the manufacture of 
a similarly priced hat, pair of gloves, 
leather belt, pair of trousers, etc. 
There’s a lot of truth in the state- 
ment that there is more value in a 
pair of shoes for the money than any 
other article that we wear. 


And here’s another good selling 
point seen in the opposite window of 
the same store: A large sign reads: 
THERE’S A LONDON CHARAC. 
TER SHOE BOUGHT EVERY 

MINUTE 


And below is a large white clock 
equipped with a large revolving sec- 
ond hand. To show that customers 
are not only sold but stay sold, a pair 
of shoes is displayed that has been 
worn by a local doctor for two years. 
Treed, shined and fitted with new 
laces, the shoes looked almost as good 
as new. An original letter from the 
doctor as to his good luck with the 
store’s shoes for many years, was so 
convincing that I almost stepped in 
to buy a pair for myself. A window 
display of case examples is strong 
sales talk to the doubting public. 


“Patent and Gabardine . . . for every 
fashionable hour of busy Spring 
days” 

(Hahn, Washington, D. C.) 


* * * 
Clever Collection Letter 


It is usually considered dangerous 
to use humor when trying to collect 
money, but many a firm has used a 
touch of lightness in their collection 
letters with surprisingly good results. 
For example, here is an effective 
“poem” which a St. Louis jobber 
sends out to its tardy accounts. 

Entitled “A POEM YOU OUGHTA 
READ,” the copy reads: 

Dear Mr. Blank: 

How Do You Do? 

Some Pay Bills When Due 
Some Pay When Due 
Some Never Do 

How Do You Do? 

Our credit department is awaiting 
your check. 

Signed 

And as for results, we can only say 
that out of 200 such letters sent out at 
a quarterly “cleanup” period, replies 
included 56 checks and approximately 
100 assurances of action. That's not 
bad! 
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Left: Shipment of shoes by Leo 
A. Schwind Post 508, Veterans of 
Foreign Wars, Dubuque, Ia., to 
British War Relief Society, Inc. 


In ene of the upper rooms of 

Bundles for Britain warehouse, 

112 West 89th Street, New York, 

shoes are sorted and mated, 

then put in the “shoe chute,” 

piled into shipping cases and 
sent on their way. 





VFW Sends 1.000 Pairs 
Of Shoes to Britain 


Dubuque Post Conducts Successful Campaign 
and Sends Five Barrels to British War Relief 
Society, Which Has Raised Over 87,000,000 since 


December. 


BRESULTS of a drive for shoes for the British War Relief So- 
ciety, Inc., made by Leo A. Schwind Post No. 508 of the Veterans 
of Foreign Wars, Dubuque, Iowa, are shown in the above pic- 
ture, which was taken when the shoes were ready for shipment 
to New York City, Arnold Utzig, chairman of the British War 
Refugee Committee of the local VFW post, announced that five 
barrels of worn shoes, all in good condition, were sent from 
Dubuque. Approximately 1000 pairs of shoes for men, women, 
and children were included in the shipment. All were voluntary 
contributions from Dubuque residents and were given during the 
drive, which was conducted during the past month. Shipping 
expenses were paid by the local VFW post. 

Pictured with the five barrels of shoes are VFW leaders, from 
left to right: Lester J. Reuter, Dubuque post historian; Al J. 
Schuster, Dubuque post quartermaster; Charles Winders, patri- 
otic Instructor; E. H. Janzig, post chaplain, who is behind Mr. 
Winders; Cyril Frommelt, post commander; Miss Achternacht, 
daughter of Raymond Achternacht of Monticello, state depart- 

[TURN TO PAGE 37, PLEASE] 
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LEADING MANUFACTURERS 


STRETCHABLE 


A survey among shoe manufacturers who attended the Fall 
Leather Opening & Style Conference in New York City 
shows that stretchable shoes, made possible by “Lastex” 
yarn,* will dominate the Fall shoe picture, especially in 
dress types. Thirty-eight manufacturers, selected as na- 
tional leaders in high style, medium priced and popular 
priced footwear, were asked: 


1. What percentage of your present 
production is in stretchable shoes? 


2. Will this percentage be increased 
for Fall? 


3. How will the volume of stretchable 
shoes for Fall compare with that 
of last Fall? 


- 
. . * eo 


1. There was, of course, some variation in answers 
to the first question as the survey included some manufac- 
turers who had been pioneers in the stretchable field and 
others who were more recent comers. The lowest percent- 
age, however, considering dress shoes only, was 30% and 


plan big increase in 


SHOES 


the highest 75%, with an average of 54% for the thirty- 
eight manufacturers questioned in the survey. 

2., The answer to the second question was unani- 
mous: Substantial increase. The head of one of the best 
known St. Louis manufacturers offered this comment: 


“Sixty-five per cent of my dress shoes are 
now made with ‘Lastex’ yarn and it looks as 
if it would be 100% before the year is over. 
That is not my decision, for stretchable shoe- 
making still bas plenty of headaches for the 
manufacturer, but my customers bave made 
the decision for me. They are demanding 
more and more stretchable shoes every day 
and I bave to give them what they want!” 


3. The answer to the third question was also prac- 
tically unanimous: All agreed that the Fall output of 
stretchable shoes would be substantially greater than that 
of last year and the majority estimated that the 1941 fig- 
ure would be at least double that for 1940! 

Stretchable shoes are not merely here to stay. They are 
here to stretch and stretch and stretch to still higher 
achievements in the shoe field. This is only the beginning. 


For models, samples and prices 
on all types of shoe materials, 
fabric or leather, made with 
“Lastex” yarn, apply to ALFRED 
Vamos, 406 Marbridge Bldg., 
New York City. Alfred Vamos is 
the inventor and patentee of 
Vamos stretchable shoes, the 
authorized manufacturer of 


stretchable materials for shoes, 
and the selected consultant for 
shoe manufacturers using mate- 
rials made with “Lastex” yarn. 
For information on the uses and 
advantages of “Lastex” yarn in 
any other type of apparel or 
accessories, always feel free to 
write to the address below. 


*PATENTS ASSIGNED TO 
UNITED STATES RUBBER COMPANY 


... THE MIRACLE YARN THAT MAKES THINGS FIT 


REG. U. S. PAT. OFF. 


An elastic yarn manufactured exciusively by United States Rubber Company, makers of 
“Laton” yarn, Rockefeller Center, New York City 
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They May Be in the Army 


[CONTINUED FROM PAGE 14] 


had a fine looking sidebuckle plain toe 
blucher Oxford at a price any man, 
enlisted or commissioned, could pay. 
But they wouldn’t pay it without -pro- 
test. “Put rubber heels on ’em and 
we'll buy them by the carload.” He 
sent the suggestion into the home office, 
the shoes began to come out of the 
factory with rubber heels, and he told 
me the other day that that particular 
shoe outsells all others to the Army by 
two to one. The suggestion was one 
well worth heeding, for Savannah has 
an air force of about 4000 men. His 
experience is almost duplicated by other 
stores selling the same type shoe, 
though his unit volume is the greatest 
because of price. 

Next in popularity seems to be the 
plain toe lace blucher. The reason is 
probably because that style shoe can 
be worn with “civvies” as well as with 
uniform. It is by far the most popular 
with the old hands, the regular Army 
men; they have been wearing it for 
years. It is only the younger men, the 
inducted National Guard and the se- 
lectees, who go in for the more recent, 
more extreme styles. 

The manager of the shoe department 
in Savannah's largest department store 
said that, during the past Winter, a 
great many of the flying officers used 
the ankle high side buckle plain toe 
blucher with fleece lining. Down here 
in this climate, where the temperature 
seldom goes below 30 degrees above 
zero, the ground forces do not require 
the warmth provided by fleece linings. 
But at the high altitudes reached by 
the planes when on patrol duty or 
bombing practice, such protection is 
necessary. This manager said that he 
believed the same style shoe, without 
the lining, would be equally popular 
during the Summer, and has ordered 
accordingly. 

Although Savannah lost a good part 
of her male population when the 118th 
Field Artillery, Georgia National 
Guard, was inducted into the service 
(permanent garrison here is about 800 
men) the corresponding decrease in 
shoe sales has been far more than made 
up by the men who have been trans- 
ferred to nearby posts from other parts 
of the country. There are probably 
1000 men at Fort. Screven, 20 miles 
away, 4000 or so at the air base, just 
outside the city limits, and, at the mo- 
ment, 9000 at Camp Stewart, Hines- 
ville, some 45 miles south, with the 
prospect of the latter camp being in- 
creased to 16,000 in the near future. 

As a result of this shifting of per- 
sonnel, shoe dealers in the city are 
unanimous in stating that sales are 
up. Increases, however, vary, from a 
low at less than 10 per cent to a high 
of over 33 per cant. Those stores deal- 
ing in low and medium priced shoes 
report that the majority of their sales 


chance of hitting the most men in both 


groups. 
But anyway, they’re all in the Army 
now—and the Army seems to like them. 


Stock Control System 
Safeguards Sales 
[CONTINUED FROM PAGE 22] 


entered in suitable spaces on the sheet 
under each classification. This gives 
total number of pairs. Sales are com- 


puted from daily records and-are en-. 


tered each day on the sheet. Planned 
end of month sales are computed by 
taking the total dollar appropriation 
and breaking it down into individual 
quantities for each individual shoe. It 
is easy to arrive at this figure if total 
on hand and on order are known and if 
sales average a certain amount of pairs 
per week. The buyer can then deter- 
mine whether or not he has sufficient 
quantities of each shoe to carry him 
through the specified period, giving him 
an ending quantity of stock as planned. 
If he will not have a sufficient quantity 
of stock to enable him to do this, he 
can reorder in any given classification. 


According to Mr. Levy, there is less 
possibility of lost sales if there is a 
sufficient quantity of the wanted style 
and price range—in the wanted sizes. 
Broken size ranges mean lost sales. This 
chart eliminates that risk. By adding 
all classifications, horizontally and ver- 
tically, the buyer can get a grand total 
of shoes on hand and on order with 
planned end of the month stock and total 
sales; thus he can determine his open- 
to-buy. 

The system has been in operation in 
the Strouss-Hirshberg department for 
three months. It has greatly improved 
the operation of the shoe department 
and facilitated knowledge of stock and 
purchasing. 


Opens Men’s Department 
At New Location 


APPLETON, Wis. — Brauer’s Clothing 
Store has moved into new quarters at 
226 W. College Ave., here, and a new 
men’s shoe department has been added. 
Brauer’s new store quarters have been 
completely renovated with new fixtures 
and fluorescent lighting. A modernistic 
theme is followed throughout with fix- 
tures finished in blonde wood. 











ATTENTION 


RETAIL SHOE 
SALESMEN 


Here’s how you can get better 
results without the many re- 
sponsibilities of owning a busi- 
ness. 


No investment is required. As 
exclusive Health Spot Shoe 
Shops open, we must have ex- 
perienced, capable men to oper- 
ate them. In this capacity you 
receive a regular salary and a 
liberal share of the profits. 


The plan has unlimited possi- 
bilities for you, provided you 
have a lot of energy and en- 
thusiasm and are anxious to 


~ make good. 


EXCLUSIVE 
HEALTH SPOT SHOE SHOP 


You will receive complete data 
on budget control and monthly 
operating figures, with just the 
right amount of supervision and 
intelligent instruction to help 
you operate successfully. 


Your ability to fit shoes proper- 
ly and get along with customers, 
combined with the satisfactory 
results that Health Spot Shoes 
give, will build you a fine fol- 
lowing of satisfied customers. 
As the store’s volume increases, 
profits go up and so does your 
volume. 


If you can furnish satisfactory 
references as to character and 
past employment, send for an 
application blank today! 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











BOOT anv SHOE RECORDER, April 12, 194) 


Beauty as Spur to Buying 
[CONTINUED FROM PAGE 19] 


earried in curtained stock rooms at 
one side of the department. Here the 
largest part of the stock is concealed, 
the luxurious curtains providing a 
salon atmosphere and adding to the ap- 
peal of the department. These curtains 
are teal blue; the carpet, covering the 
entire floor, is dubonnet, and the chairs, 
which are of leatherette, have dubon- 
net seats and ivory backs. 

When Mr. Miller speaks of the effect 
of beauty on buying, he does it backed 
by his experience with this department. 
Not only have sales mounted, but owing 
to the quieting effect of appearance, 
color and balcony position, the sales 
have been made at less expense. “One 
salesman usually carries a sale through 
in the new department, where in the 
old position there was more confusion 
and less space and a less quieting back- 
ground, and we often passed customers 
about before making the sale.” 

Every fitting in the department is 
referred to a foot specialist. This, and 
the beauty and restfulness of the place 
are featured in a radio program spon- 
sored by the department. 


Mother’s Day Gifts 
For Extra Sales 
[CONTINUED FROM PAGE 17] impr 


from the same high style mills. Long posit 
ribbed lisle stockings in. colors (see ners, 
RECORDER, Feb. 8 issue) for smart wear leath 
with casual clothes. Proportioned hose, shoe 
such as the “Famous 5” of one com- were 
pany made in five sizes for short, aver- unde 
age, tall, average but large above the mark 
3 knee and another larger above the knee. ers t 
Budget minded mothers appreciate your store service when you Last, but by no means least, remem- come 


fit their youngsters with shoes bottomed with RAW-CORD ber the thirst of every woman for a fully 


‘ new handbag, capacious enough for an in 19 
SOLES and HEELS. Mothers do have long memories as to wear sit akin tele Gad anibnals $4 seeds ens ia 


values of their children’s shoes! der the arm. Bags are bigger than ae 
: ‘ ever this season. Big enough, many of ide 
Besides the longer wear, they get plus-values: non-slip, there- them, for knitting. (Knitting “ed by held 
fore surer footed play; waterproof, therefore less danger of colds the bye, are also being made suitable 
from wet feet. for carrying as handbags or planned 
for the double duty of beach and knit- 
A list of shoe manufacturers (men’s, women’s and chil- ting bag.) To offset this tendency to 
dren’s) using these famous ‘bottoms’ will be sent on very big bags, is the idea of an inner 
bag which can be detached and carried 
request. as a separate bag or purse. Washable 
pig, calf and kidskin and a washable 


silk are on the market in white and a 
Fo i ere a sae, suse, TOM-BOY | | sariety of colors. Cordé in ombré and 
3Ye to 6, B, C, D, $3.00 multicolors is carrying on into Sum- 
#7265..Tan Elk with Raw-Cord Sole and Heel. mer. With the bag, don’t forget to sell 
BY» to 12, B, C, D, $2.00; 12Ve to 3, B, C, D, $2.25; one of the new compacts, roomy enough Uni 
3Y2 to 6, B, C, D, $2.75 to hold a good supply of powder. There — 
In-Stock:—The Herbst Shoe Mfg. Co., Milwaukee, Wis. are big flat ones and deep spherical 
ones as shown here... any number of 
interesting shapes, materials and dec- 
‘orative treatments. 
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Nothing can equal the original and genuine cord-on-end soles and Succeeds to Manager 


heels, produced for 20 years under patents of inventor. 7. Montcomery, ALA. — Jack Cutler, 
manager of the shoe department of J. 


LIMA CORD SOLE & HEEL COMPANY « Lima, Ohio C. Penney Company, has been called 
ag = service. Succeeding him 
is F. I. Newman. 
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Hides Firm Despite Washington Attitude 





Market Shows Further Improvement Following Temporary 
Uncertainty, Due to Statement of Defense Commission 
Division Head That Advance Was Unwarranted 


New YorkK—A trend toward further 
improvement in the domestic statistical 
position, an excellent demand from tan- 
ners, reflecting the active demand for 
leather and optimism with regard to 
shoe production and sales for the year, 
were contributing factors to the recent 
undercurrent of firmness in the hide 
market. Predictions by industrial lead- 
ers that before long the national in- 
come in this country will be at a rate 
fully equal to the record high attained 
in 1929, which spells a steadily improv- 
ing consumer purchasing power, also 
exerted a sentimental influence on the 
hide market; as did the leather show 
held March 31-April 1 at the Waldorf- 
Astoria. 

More impressive advances in the hide 
market have been halted, temporarily, 
at least, by uncertainty over possible 
action which may or may not be taken 
by Washington. A statement by the 
head of the Price Stabilization Division 
of the Defense Commission in mid- 
March that the advance which took 
place in the hide market just prior to 
the issuance of this statement, was not 
warranted, and that it resulted from 
speculation, and that England and the 
United States have very little competi- 
tion in all the world hide markets, had 
a dampening influence on the market 
for a time. 

The hide trade in the main does not 
argue the point that competition has 
been sharply curbed due to the political 
upheaval in Europe and in parts of the 
Far East, but that this advance was 
due to speculation is a matter of con- 
jecture. The open interest in hides 
futures outstandihg, which represents 
‘he commitments in the futures mar- 


ket, showed very little change during 
the period indicated by the head of 
the PSDDC. Then, again, considera- 
tion must be given to the ever-mount- 
ing consumption in the United States, 
the increased need for larger imports, 
and the tendency toward decreasing 
stocks here. To this must be added the 
sharp advances in the freight rates, 
tightness in the freight situation, in 
addition to the extraordinary demands 
for shoes and leather for government 
needs. 

While the remarks by Mr. Hender- 
son have had a restraining influence 
on hide traders, yet the market, after 
a temporary sinking spell, recovered 
and has been hovering around the ex- 
treme highs reached in some time. 

Shoe manufacturers continue active 
for the Spring ruii and also, stimulated 
by government orders, have been press- 
ing for leather deliveries and have 
been covering new sales. This has cre- 
ated and served to maintain a strong 
and advancing leather market, particu- 
larly for upper leathers. The high rate 
of activity in the leather market has 
raised the question as to how much of 
this is for actual needs, and how much 
is in anticipation of further price ad- 
vances. In any event, a substantial 
backlog is being created which is con- 
sidered as highly favorable for the tan- 
ning industry. Even though there may 
be some slackening in new activity, 
tannefs will: have sufficient orders on 
hand to sustain prices, according to 
close observers. As a matter of fact, 
buyers have been anxious to cover 
leather requirements for several months 
ahead, with tanners reluctant to accept 

[TURN TO PAGE 36, PLEASE] 


U. S. Shoe Corporation 
Announces Expansion 


CINCINNATI, OH10—The United States 
Shoe Corpdfation, according to an offi- 
cial statement, is very proud to an- 
nounce the completion of an extraor- 
dinary expansion program, adding 3,000 
pairs per day to Red Cross shoe pro- 
duction. The demand for these shoes 
has for some time exceeded the capacity 
of the present factories, and as a result 
scheduled deliveries were considerably 
behind the specified delivery dates. To 
help keep pace with steadily increasing 
consumer demand, a new factory has 
been acquired and extensive additions 
have been made to the present plants. 

To increase production three thousand 
pairs daily at this time is considered 
quite an undertaking, but in view of 
past records and the increasing demand 
for Red Cross Shoes, the company feels 
it will be thoroughly justified in this 
large undertaking. The entire extra 
production, it is announced, will be used 
solely for the needs of present Red 
Cross shoe agencies and for building an 
adequate stock department. 


Rules Changed on Army 
Shoe Bidding 


Boston, Mass.—An amendment to 
the invitation to shoe manufacturers 
to bid on 2,000,000 pairs ofarmy ser- 
vice shoes, issued April 3, reduces 
from 450 000 to 300,000 pairs the maxi- 
mum amount to be awarded to any one 
contractor. This will not only make 
it possible for more companies to share 
in the business but will make it easier 
for successful bidders to live up to 
those terms of the original invitation 
which specify 50 per cent delivery by 
July 31 and the balance not later than 
August 30. Bids, as previously re- 
ported, will be opened on April 14. 
The minimum number of pairs per con- 
tractor is unchanged at 36,000 pairs. 
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Hides Firm Despite 
Washington Attitude 


[CONTINUED FROM PAGE 35] 


such business at this time, as past ex- 
perience has proved in many instances 
that this is nothing more than giving 
the leather buyer an option, so to speak. 

Pa:kers have been fortunate in dis- 
posing of raw hides rather easily, and 
have maintained a well sold-up position. 
With most of the less desirable Winter 
off-take hides sold, and with the better 
quality hides now being taken off, pack- 
ers are confident in obtaining additional 
advances in prices. It must be consid- 
ered that numerous tanners refrain 
from purchasing the Winter hides, but 
these tanners (specialty leather tan- 
ners) do re-enter the market commenc- 
ing with this time of the year, an buy 
hides through the Summer for their 
requirements for the entire season, 
which is a forceful factor in the de- 
mand. 

Leaders in the industry predict a 
shoe production for this year of 430 
to 440 million pairs. This would be an 
all-time record high. At the same time, 
a new record high consamption will 
also be the case for 1941. It is not too 
much to expect a total consumption 
in this country of well over 23 million 
hides. At the present rate of consump- 
tion, a figure of almost 25 million hides 
is not an exaggeration. In view of the 
fact that the production of domestic 
hides averages something more than 


16 million, the market is faced with 
the requirements of imporiations of 
approximately 8 million hides. The 
average net imports in the United 
States for 17 years are only 2,600,000 
net. These are factors which are ex- 
pected to exert influence in shaping the 
trend of prices. 

Due to the excess of consumption 
over production in the month of Feb- 
ruary, the last month for which sta- 
tistics are available, another reduction 
in finished leather stocks took place to 
the extent of some 175,000 equivalent 
hides. As a result the number of 
months’ supplies represented by fin- 
ished leather stocks, in terms of leather 
consumption, decreased to 2.24 months 
at the end of February compared with 
2.54 at the end of January and 2.58 at 
the end of February, 1940. Raw hides 
at the end of February represented 
2.04 months’ supply on -the basis of 
total wettings, compared with 2.16 at 
the end of January and in process 
hides based on leather production rep- 
resented 2.15 months’ supplies. 

Total visible stocks of hides and 
leather in all hands at the end of Feb- 
ruary amounted to 13,578,000 equiva- 
lent hides, vs. 14,006,000 at the end 
of January but well under the 12,700,- 
000 at the end of February last year. 
Number of months’ supply represented 
by the total visible stock at the end of 
February stood at 6.43 vs. 6.93 at the 
end of January and 6.72 months’ sup- 
ply at the end of February, 1940. 
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Crego Store Celebrating 30th 
Anniversary This Month 


HARRISBURG, Pa.—Boasting custom- 
ers in 36 states, C. J. Crego and Son, 
local shoe merchants, of Second and 
Walnut streets, claim the distinction of 
being one of the largest retail estab- 
lishments of its kind in the United 
States. 

In celebrating the firm’s thirtieth an- 
niversary, Byron E. Crego, present 
proprietor, recalled the founding of the 
store in April, 1911, by his father, the 
late C. J. Crego. He pointed out that 
his father, who died in 1936, established 
policies thirty years ago which are stil! 
in effect. 

Crego revealed that the firm’s files 
contain the names of customers in 36 
states, and that a large majority of 
these customers rely exclusively upon 
the mails for service. Many of them, 
while regular customers, have not been 
inside of the store for as long as 15 to 
20 years. A considerable number of 
these orders are for the Crego “Totten- 
ham,” a shoe style developed 20 years 
ago by the founder of the store. The 
firm now owns more than 1100 lasts 
for this one shoe. 

The Second and Walnut streets store 
has separate shops for men and women. 
It also has a line of accessories in the 
women’s shop, including matching bags 
and umbrellas. 














The K c 





, N yay 
i ee apne yen pa wpb ows tyne ustrated store front 


“NEW BUSINESS HAS COME IN— 
ATTRACTED BY APPEARANCE ALONE” 


Thompson, Boland & Lee, Atlanta, say ‘... our 
new store front has been more than satisfactory 
-.-we consider it a most profitable investment. 
New business has come in, attracted by appear- 
ance alone. Glass breakage has not troubled us, 
and we feel secure against it. We can hold our own 
against competition.’’ You can get equally profit- 
able results with a new Kawneer Store Front. Right 
now is the time! Send for free illustrated booklet. 


Kawneer 
STORE FRONTS: 


COUPON BRINGS YOU ILLUSTRATED 
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Unusual Interest in 
Red Shoes in South 


MiaMI BeacuH, FLA. — Kalyd Baker, 
who operates the shoe department in 
the Sarah Weinstock Apparel Shop at 
830 Lincoln Road, reports that for the 
season there has been an unusual inter- 
est in red shoes. Red suede and red 
reptile have been outstanding in popu- 
larity. While open neels have been 
rather slow except in one type sandal, 
open toes continue to be important. 
Fully 65 per cent of total volume has 
been in open toe models. Pumps and 
stepins have been popular, but there 
is a slowly increasing demand for a 
smart oxford. While low heels are 
wanted, a 3-inch heel is forging ahead 
for Spring wear. 

One of the smartest of the season’s 
successes is an unborn calf pump, with 
high heel. This supplies the demand 
for white and brown combinations, 
which has been very pronounced 
throughout the season. 

Soft kid which may be draped, 
shirred or pleated, has been exception- 
ally active. Play shoes are most color- 
ful. There continues to be more or less 
demand for platform types, but only in 
low heels. They are wanted for wear 
with the casual clothes ‘which are a 
part of the resort picture, 

Reptiles, in a wide color range, have 
been among the most popular this 
season. 


VFW Sends 1000 Pairs 
Of Shoes to Britain 
[CONTINUED FROM PAGE 30] 


ment senior vice-commander of the 
VFW, who is at the right of his daugh- 
ter; Mr. Utzig; Oliver Harford, past 
commander of Monticello Post No. 
1683, VFW; and Charles Fenley, Du- 
buque post senior vice-commander. 

Reporting the most successful fund- 
raising month since its inception in De- 
cember, 1939, The British War Relief 
Society, which is the largest organi- 
zation in the United States organized 
for the sole purpose of providing relief 
in Britain, today announcd total cash 
receipts for March of $1,111,208. By 
the end of March, the Society had 
raised in cash a total of $7,392,531, of 
which $3,989,153 was received since 
Dec. 1, 1940. 

Explaining further the purpse “to 
which the $7,392,531 was being put, 
Mr. Salvage said that approximately 
$1,000,000 is represented by the cost 
of wool in possession of hundreds and 
thousands of knitters all over the 
country, by knitted garments in the 
process of shipment, by supplies paid 
for and about to be shipped and by 
the cost price of the Society’s “Badge 
of Sympathy” emblems in the hands 
of more than 700 committes. 

Against a month end cash bank 
balance of almost $1,500,000, the So- 
ciety has placed orders totaling $1,- 
000,000 for supplies which represen- 
tatives in Britain have cabled are 
urgently needed. 

“The balance is held in the bank on 
eall for emergency relief needs. 


Waterwheel Sells Shoes 


Phil Selzer, shoe buyer of CGimbel 
Brothers, Philadelphia, installed this 
fine display at the entrance to the shoe 
department. A movable waterwheel dra- 
matically demonstrates to customers the 
washability of the colorful Kedettes 
shoes. Mr. Selzer reports that the dis- 
play not only attracts crowds at all 
hours but it has sold many pairs, even 
during cold and blowy weather. 





Y 
Follow thru on 
FOOT HEALTH WEEK 


Don't let the week of April 21-26 
mark the end of your Foot Health 
Promotions for ‘41. Instead, make 
every week a Foot Health Week 
in your store or department. It's 
easy to promote better foot health 
and comfort all year round if you 
Focus on Fit. 


An X-Ray Shoe Fitter properly 
employed, just naturally promotes 
improved fitting service. It makes 
customers participate in the fitting 
operation, reveals improper fit 
quickly, suggests corrective meas- 
ures. Above all, it convinces cus- 
tomers that you are truly interest- 
ed in their foot health, wins their 
lasting confidence and patronage 
..-builds profitable repeat business. 


START TODAY — 
MAKE X-RAY PAY 
An X-Ray Shoe Fitter 
pays dividends right 
from the start... with- 
out increasing your 
capital investment. Lib- 
eral E-X-T-E-N-D-E-D 
terms if you wish. 
Write for details! 
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Jodhpurs—Riding Boots 





JODHPURS 


$1.55 Up 
A, B and C Widths 


RIDING 
BOOTS 
$4.50 Up 


FIELD BOOTS 
$2.60 Up 


ee 
THE ARNOFF SHOE CO.., INC. 


101 Duane Street New York, N. Y. 

















Burdine’s to Operate Own 


Shoe Departments 


Mi1aAMI, Fita.—A change in the shoe 
department of Burdine’s will occur at 
the end of the present fiscal year. The 
Crittenden Bootery Co., which has oper- 
ated the four shoe departments in the 
store for many years, will withdraw. 
The shoe division will no longer be a 
leased department but will be operated 
by Burdine’s, according to a statement 
made by F. B. Cresap, merchandise 
manager. Managers for the depart- 
ments have not yet been selected. 


Michigan Travelers Announce 
Second Fall Show 


Vetroit, MicH. — Michigan Shoe 
Travelers announce that plans are now 
well under way for the second Fall 
Shoe Fair the dates for which will be 
announced shortly. From present in- 
dications this Fair promises to be big- 
ger and better than the first one held 
last year, according to Sam Kane, 
chairman of publicity. 
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Successful Shoe Salesman 
And Retailer 


MILWAUKEE, Wis.—Mike Gillman is 
a well known shoe traveler throughout 
the states of Illinois and Indiana, which 
states he has been covering for the 
Huth & James Shoe Company of Mil- 
waukee, since 1930. 


MIKE GILLMAN 


Mike originally entered the shoe busi- 
ness in 1918 as a clerk for Famous- 
Barr, St. Louis. After gaining much 
retail experience in both St. Louis and 
Chicago, he finally became a wholesale 
man, traveling for Shu-Stiles, Inc., of 
St. Louis. 

Eleven years ago, he joined the Huth 
& James Shoe Co., and has been with 
that firm ever since. Through hard 
and intelligent work, Mr. Gillman con- 
stantly increased sales in his territory 
until today he is one of the company’s 
leading salesmen. 

In recent years, Mr. Gillman again 
turned some of his attention to retail- 
ing. He has been successful in this 
to a point where he is now the owner 
of three separate retailing units in In- 
diana, all three of which do a thriving 
and healthy volume. 

A good share of Mr. Gillman’s suc- 
cess as a traveling shoe representative 
is predicated on his retail work. He 
uses his shoe stores as a testing ground 
for a good many of the styles he recom- 
mends to his merchant customers. 


Remodel Shoe Store 


GENESEO, ILL.—Berner, Kay & Com- 
pany, shoe retailers at 126 S. State 
Street, recently remodeled their store. 
The ceiling has been done over in 
ivory, the side walls in light green 
and shelving in old ivory. New chro- 
mium chairs and fitting stools with red 
leather upholstery have been installed, 
and new rugs that harmonize with the 
fixtures. 

A new X-ray machine has been in- 
stalled and a new hosiery counter has 
been added. The windows have been 
redecorated. 
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“READY MADE" 
MARKET 
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selling line of iittle tot’s shoes on 
the market. Each week ee 
—— of children ‘“‘gradua 
from soft soles into the Flexible 
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your Juvenile Department, if 
you stock this line. 
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DANVERS, MASS. 
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Brown Shoe Company 
Completes Dyer Plant 


Dyer, TENN.—The new factory build- 
ing of Brown Shoe Company at Dyer 
stands out as an example of rapid and 
thorough construction. Contract for the 
building was let on Nov. 18, 1940, and 
actual construction started Dec. 1. The 
building was turned over to the com- 
pany on March 10, 1941, and installa- 
tion of electrical equipment and ma- 
chinery started at that time. It was 
quite a problem to secure the materials 
of construction in view of the pre- 
paredness program, and it was neces- 
sary to pay a premium for some ma- 
terials in order to have them delivered 
in time for use. Winter weather delayed 
construction a total of thirteen days, 
but in spite of this the factory is now 
operating about five weeks ahead of our 
original plans. 

This is a one story brick and steel 
construction building with 500 lineal 
feet of skylight. The walls from the 
sill to the roof line are glass through- 
out the entire building with the excep- 
tion of the office end. On the east and 
south sides of the building we have 
used the new heat and glare reducing 
glass, making shades unnecessary and 
keeping out a large percentage of the 
direct heat from the sun. The roof is 
entirely insulated against heat and 
cold and has been given the maximum 
light reflection possible. Only on very 
dark days will it be necessary to use 
any lights in the factory. 

The plant will be powered from the 
new Federal,T. V. A. central plant, 
giving power for machinery at a min- 
imum of cost. 

In this fine new plant, Brown will 
manufacture misses’ and children’s 
stitchdown shoes. This line is now be- 
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A “TIP” ON TIPS 


White Biff-N-Bang (sole leather) tips on 
CHILD LIFE shoes won't discolor—they're 
white all the way through—and extra tuff. 


A real tip for young America. 


SHOE MFG. CO. 
Milwaukee, Wis. 





ing worked out in another plant by our 
style and merchandising departments. 
M. E. Shomaker, connected with 
Brown Shoe Company many years, a 
thorough shoe man, who was promoted 
from foreman to superintendent of 
another plant, has been given the 
superintendency of this new venture. 


Levinson Joins Chaves Shoe 


New York—Harry Levinson, who 
has been with the Hannahson Shoe 
Company for the past ten years, has 
recently joined the Chaves Shoe Corp., 
147 Duane Street, and will represent 
that firm on the road in New York 
State and Connecticut. 

Mr. Levinson will have his line of 
novelty women’s shoes on display at 
the Buffalo Shoe Show, at the Hotel 
Statler, April 20 and 21. 


Foote Shoe Co. 


Moves to Brockton 


Boston, Mass.—The John Foote Shoe 
Company, which has been operating a 
factory in Worcester, Mass., making 
a popular-price line of men’s dress 
shoes, has moved from that city to 
Brockton and taken space in the build- 
ing known as the W. L. Douglas No. 
5 factory. The new factory will have 
a capacity of 1800 pairs per day and 


American Influence in Peruvian Store 


The most modern shoe store in Lima, Peru, is managed by Kurt Berger, who also 


designed it. 


It is furnished in the latest North American manner, and sells shoes 


made by one of Peru’s leading manufacturers. 





is expected eventually to give employ- 
ment to 200 workers. John E. Foote, 
once a salesman for the J. E. French 
Co., of Rockland, Mass., and more re- 
cently with the H. H. Brown Shoe Co. 
and the Wiley, Bickford, Sweet Co., 
both of Worcester, is president of the 
company. Walter E. Arnold, formerly 
with the E. J. Givren Shoe Co., is 
treasurer. 


Hockaday Named 
Department Manager 


Exupora, Ilowa— William Hockaday, 
an experienced shoe man of Manchester, 
Iowa, has been made manager of the 
shoe department of the Star Clothing 
Co. here, replacing Wyatt Johnson, who 
has resigned to go into business for 
himself. 








Stool. 





Don’t forget the Man-at-the-Fitting- 
Contact him through the Boot 
and Shoe Recorder and he'll get your 


sales message direct to the Consumer. 
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Baseball Shoes 
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FLEXIBLE 3 PIECE CONSTRUCTION 
Genuine Leather 
Uppers 
5 Styles In Stock 
$1-35 up 
Sizes 3-12 
Send for new 
eatalog 





ASCO Athietic 
Footwear 


Style £195X 
THE ARNOFF SHOE COMPANY, INC. 
101 Duane Street, New York, N. Y. 














Soles and Heels 








LITHOX CORD 
SOLES and HEELS 
Increases the value 
Lowers the price 


THE LITHOX Corp. 
WAPAKONETA, OHIO, U. 8, A. 
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The Flexibility sure is swell, 
Let’em wear them, Time will tell. 
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Shoe Sales Show 17 
Per Cent Gain in Ohio 


CoLumBus, OHIO—While sales of all 
types of independent retailers in Ohio, 
based upon reports from 1179 stores, 
except department stores, were 16 per 
cent higher in February, 1941, than 
during the same month of 1940, sales 
of shoe stores for the month showed a 
17 per cent increase, as compared with 
only a 4 per cent increase for the entire 
apparel group, the Bureau of Business 
Research at Ohio State University re- 
vealed. 

Shoe stores for the first two months 
of 1941 showed a 13 per cent increase 
as compared with the same period of 
1940, but sales during February of 
1941 were 17 per cent less than in Janu- 
ary of 1941. Of the several kinds of 
business covered by the survey, motor- 
vehicle dealers showed the largest gain 
—34 per cent. 





Moves Department 


Houston, Texas—C. R. Laden re- 
cently moved his shoe stock from the 
Ralph Rupley store, where he had 
leased the department, to the Smart 
Shop, here. 

The space formerly occupied ty shoes 
in the Ralph Rupley store will be con- 
verted into a sports clothes department, 
Mr. Rupley said. 





Ships Four Barrels of Shoes 


Mepina, On10—The 85-year-old Grie- 
singer Shoe Store, Medina, recently 
shipped four barrels of shoes to the 
British War Relief Society in New 
York. The store donated several dozen 
outmoded styles, and many of the 
store’s customers brought in_ their 
slightly worn footgear. 





Designed for Mechanized 
U. S. Army Units 


St. Loutis—Combining beauty, utility 
and comfort, a new-fangled boot that 
is being manufactured for mechanized 
forces of the United States Army is 
quite likely to be appropriated by hunt- 
ers and outdoorsmen, in the opinion of 
stylists. 





New boot designed for enlisted 
men in the mechanized division 
of the U. S. Army. 


Built to army specifications, the new 
boot laces up less than one-third the 
distance from the toe. From there to 
the top it is folded over much like a 
legging and secured with three straps 
and buckles. Because little lacing is 
required, the boots may be slipped on 
with little loss of time, it is pointed out. 
The boot is adapted from a style of 
officers’ boot used by the British army 
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HUSTLE 
WITHOUT 
BUSTLE 


We're hustlers when 
the occasion demands 
but we don’t make any 
noise about it. Our serv- 
ice is as cheerful and 
quiet as it is speedy. 


MMARCK 


HOTEL-CHICAGO 












and provides much more comfort than 
either a puttee or legging. 

As it is built on the true foot Munson 
last and of soft pliable elk upper, shoe 
company officials pointed out, the boot 
is especially suited to the city sports- 
man for hunting or trapping. Feet 
accustomed to light weight dress shoes, 
it was said, will find greater comfort in 
this new boot than in the usual stiff, 
heavy outdoor footwear. 

The Brown Shoe Company is using 
11 square feet of leather per pair in 
manufacturing the new boot. 





Saddle Tans Meet Big 
Response in West 


SaLt LAKE City, UTAH—AIl display 
cases in the front of the shoe depart- 
ment in the Auerbach store in this city 
are featuring various shoe styles in the 
western saddle leather—“Shades of 
Wyoming.” Displays were started in 
December and sales momentum kept 
increasing, according to the manager of 
the department. Being a western idea, 
it fascinates people. 

A window display of the shoes was 
run recently and they are featured in 
frequent displays on accessories. Styles 
include everything from casual sports, 
play models, dressy modes and conserv- 
ative styles with prices ranging from 
$3.00 to $8.95. 
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PLAY SAFE! 


@ As you know, everybody's lighting problems 
are different. Fluorescent, with its amazing 
benefits and economies, is so new that, too 
frequently, both the buyer and fixture sales- 
man adapt it incorrectly. Whether you intend 
to buy from us or not, take advantage of our 
Free Engineering Service; let qualified lighting 
engineers tell you exactly how you can apply 
this marvelous lighting correctly to your busi- 


LINCOLN 


44™T0 45™ STS. AT S™ AVE. 


OUR CHOICEST ROOMS From 


1400 ROOMS each with 

Bath, Servidor, and Radio. 

* Four fine restaurants 
awarded Grand Prix 1940 

Cd Culinary Art Exhibition. 
MARIA KRAMER 
PRESIDENT 

John L. Horgan 
Gen. Mgr. 
HOTEL EDISON 
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stand any comparison for efficient lighting, 
lowest possible cost and the utmost economy 
thereafter. We suggest 

without delay. Address it to our Mr, Boley. 


W:-H:*LONG COMPANY 
423-431 NORTH CLARK STREET - CHICAGO, ILL. 
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Potter’s New Budget Shop 


[CONTINUED FROM PAGE 23] 


The rest of the department will follow 
out the central theme or mood depicted 
in this photomural window scene. 

On both sides of the picture, there 
are towering, floor-to-ceiling mirrors 
which add the effect of spaciousness 
and reflected color to the New Budget 
Shop. 

The two featured lines are exclusive 
Potter shoes: the “Starlet” at $5.00 
and the “Fashionette” at $6.50. The 
Starlets are designed for “career girls 
who want to hop from desk to date 
with infinite chic,” and for “women 
who have a yearning for handsome 
shoes at a budget price. They come in 
high heels, low heels, and sporty 
wedgies; in toe-outs, heel-outs, ox- 
fords, and comfortable moccasin types; 
and in a wide variety of materials in- 
cluding slippery, shiny patents, mara- 
cain kids, tooled leathers, and elasticized 
gabardines in black, brown, or navy blue. 
Especially popular are Starlets trimmed 
with genuine calf, lizard, patent, 
python, and Spring-suggesting pastels 
in green, light blue, pink, and all white. 
In view of the high quality and smart- 
ness, the low price on these expensive- 
looking Parisian pastels seems like an 
optical illusion! 

Variety in style, heel-height, and ma- 
terials is also characteristic of the 


slightly higher-priced Fashionettes. 
These are featured in genuine all-over 
snake skin, antique alligator calf, glove 
calf, saddle calf, and the other currently 
popular American skins. There are also 
many styles in slim, heel-hugging 
gabardines. The heels range from 
Cubans to lofty three-inch types; styles 
vary from walking oxfords to dress 
pumps and sandals; and trims include 
patent, python, lizard, and perforated 
kid. 

Potter’s New Budget Shop will keep 
afoot with seasonal sports and fads, 
and Spring and Summer playshoes are 
now on order. These will range in price 
from $3.95 to $4.95, in keeping with the 
Budget Department’s aim to combine 
smartness with thrift. 

The Budget footwear is shown to ad- 
vantage in several fluorescently-lighted, 
built-in displays. The shoes are accom- 
panied by matching handbags and 
hosiery which are also on sale in the 
New Budget Shop) with miniature 
mannequins made of solid rubber and 
dressed in clothes and accessories with 
complement or match the featured foot- 
wear. In Potter’s New Budget Shoe 
Shop, quality blends with economy and 
a vivid optimism that is similar t> the 
slogan tacked on Mr. Orr’s office wall: 
“DON’T WORRY—IT MAY NEVER 

HAPPEN!” 


Dr. Stockdale to Address 
N. Y. State Shoe Retailers 


RocHester, N. Y.—Dr. Allen Stock- 
dale will be the principal speaker at the 
annual dinner of the New York State 
Shoe Retailers Association, Monday 
evening, June 16, at the Onondaga 
Hotel, Syracuse. His subject will be 
“What Makes America Succeed.” 

This highlight of the three-day con- 
vention, which Ernest R. Park, presi- 
dent, says will bring more than 100 
shoe manufacturers, with displays of 
shoes and allied lines, will be held on 
the evening of the second day of the 
gathering. 

William Pidgeon, chairman of the 
convention committee, who engaged Dr. 
Stockdale, said of him: 

“A rare treat will await those who 
attend the banquet this year, for I have 
heard him and know something of his 
ability. Shoe men will be enabled to 
obtain practical material from his talk 
which, if applied, will make them more 
successful and happy.” 

Some of Dr. Stockdale’s suggestions 
regarding the national defense program 
and the means which should be taken to 
avoid a post-war depression have been 
widely quoted. 

A graduate of Boston University 
School of Theology, he did post-gradu- 
ate work at Oxford University and has 
since held important pastorates and 
been on the lecture platform. 
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York Retailers Hear 
Display Man 

York, Pa.—John E. Cashner, of the 
window display staff of C. H. Bear and 
Company, spoke on the development 
and evolution of window. displays and 
discussed the various types of displays 
in connection with color combination 
and accessories at the recent dinner 
meeting of the York Shoe Retailers’ 
Association in Bear’s Cafeteria. 

Mr. Cashner said a remarkable 
change occurred in window displays 
during the last ten years and stressed 
the importance of attractive displays 
in making the consuming public more 
style conscious. 

The meeting was in charge of David 
Lewis, of the C. H. Bear and Company 
shoe department. 

An employer-employee dinner meet- 
ing will be held the first week in May, 
when David Harris, of the U. S: Rub- 
ber Company, New York, expert on 
elasticized footwear, will be the guest 
speaker. Mr. Lewis, Charles Martin 
and Louis Leibowitz were appointed as 
a committee to arrange for the meet- 
ing. 


Shoe Production Up 10% 
In Massachusetts 


Boston, Mass.—Massachusetts, with 
a gain of ten per cent in February 
over February of last year, was the 
only New England state to show an 
increase in production during the sec- 
ond month of the year, according to 
figures compiled by the New England 
Shoe and Leather Association and re- 
leased recently. The total production 
in Massachusetts factories for the 
month in question was 7,173,137 pairs, 
the largest of any of the shoe manu- 
facturing states in the country. New 
York was second with a production 
of 6,180,955 pairs. Maine and New 
Hampshire showed losses of 5 per cent 
and approximately one per cent, re- 
spectively. 

The total production of all New Eng- 
land states during the first two months 
of the year was 26,369,547 pairs. an 
increase of two per cent over the same 
period last year. Massachusetts’ in- 
crease was six per cent, and New 
Hampshire’s was three per cent. Maine 
showed a loss for the two-month period 
of four per cent. 
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Advice on Store Lighting 


Advice of a qualified lighting engi- 
neer on problems connected with 
fluorescent lighting for any store is 
now available without cost through a 
lighting engineering service recently 
established. Details of this offer will 
be supplied upon request to Boor AND 
SHOE RECORDER. 





Shoe Ingredients Featured in Display 


Window display at R. H. Macy & Company, New York, featuring Walkaway shoes 
with Flexnap linings. The diagrammatic display cards explained the function of 
these linings, and drew much attention from customers of the store. 


New York—R. H. Macy & Company 
sponsored a promotion recently on 
their Walkaway shoes, and featured the 
fact that these shoes are now being 
made with Flexnap linings. Walkaway 
shoes are low-heeled, walking and semi- 
corrective types, retailing for $3.98. 

A window display was featured 
showing the shoes and explaining that 
the Flexnap linings would preserve the 
life of the shoes. It was also explained 
that these linings are less subject to 
deterioration from perspiration than 
the ordinary twill lining, and will make 
for longer and more pleasant wear. 

A series of ads was run showing 


Walkaway shoes, each mentioning these 
special linings. In addition, two dis- 
play cases in the women’s shoe depart- 
ment were devoted to Walkaway shoes, 
the signs stating that “Walkaways” now 
have that smooth Flexnap lining which 
will not cause blisters or rub the skin.” 

These Walkaway shoes haye been car- 
ried by Macy’s for several years. They 
are precision-built to specifications de- 
termined by the store, in an effort to 
offer the public shoes at a popular price 
which are built especially for their 
needs. 

The response to the promotion was 
very satisfactory. 
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With Stere Name Imprinted 

100 tickets—$3.00 

200 tickets—$5.00 

Check with order please, un- 
less C.0.D. preferred. 





Hf you are not re- 
celving our sam- 
ple mailings, just 
write us. 


TIME SAVERS—Colortul 
PRICE TICKETS 
They give your win- 
dows the Professional 
Touch. Also Window 
Cards 8”x14”. 


$500 
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COMFORTABLES are in demand the year around. 
Profit-makers, they need never be marked down. 
Stock BELLAIRES for steady business and sound 
profits. .. . You cannot get more from any line. 


BELLAIRE SHOE COMPANY. POR 
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Obituaries 


Eugene N. Rivers 


Boston, Mass.—Eugene N. Rivers, 
well-known member of the sales staff 
of the Green Shoe Manufacturing 
Company, this city, for whom he cov- 
ered the states of New York, Penn- 
sylvania and West Virginia. was 
found dead in his bed in the Wendell 
Hotel, Pittsfield, Mass., on the morning 
of April 1. En route from his home 
in Brockton, he had stopped off at 
Pittsfield the night before. There he 
suffered a heart attack for which he 
was treated by a physician. It was the 
latter who, returning in the morning 
to visit his patient, found that he had 
died in his sleep. 

Mr. Rivers had been connected with 
the Green Shoe Manufacturing Com- 
pany for about one year, having come 
to that company from the Bates Shoe 
Company of Webster, Mass. Earlier 
in his career he had sold shoes on 
the road for the Churchill & Alden 
Shoe Company of Brockton, and the 
N. B. Thayer Company of Rochester, 
N. H. He was one of the best liked 
and most conscientious salesmen in 
the territory which he had traveled for 
many years. 

Mr. Rivers, who was born in Woon- 
socket, R. I., is survived there by his 


mother and three sisters. Two brothers, 
Albert Rivers of Bridgeport, Conn., 
and Wilfred, who lives in South Caro- 
lina, also survive him. The funeral 
was held Friday morning, April 4, 
from 72 Cross Street, Woonsocket. 


S. J. Pentler 


Wausau, Wis. — S. J. Pentler, 69, 
president of the former Marathon Shoe 
Co., here, now the Pied Piper Shoe 
Co., died suddenly March 31 in Palo 
Alto, Calif., where he had been living 
since leaving Wausau in 1934. 

Mr. Pentler, who held a number of 
patents on methods of shoe manufac- 
turing, was an officer of the Rich Shoe 
Co., Milwaukee, for 28 years. He came 
to Wausau in 1914 and was made 
secretary of the Marathon firm and its 
president in 1926. Mr. Pentler is sur- 
vived by a son, a sister and two 
brothers. 


Charles E. Wilson 


INDIANAPOLIS, IND.—Charles E. Wil- 
son, 76, veteran shoe salesman who car- 
ried on his business from a _ sickbed 
much of the last twelve years, died re- 
cently at Greenfield, Ind., where he had 
spent the last year. 

He came to Indianapolis at the age 
of twenty-one and remained here until 
he was taken to Greenfield, in hope of 


restoring his health. He suffered a 
paralytic stroke twelve years ago and 
had been bedfast the last several years. 
Despite his illness he carried on by 
mail the business of a sales territory 
he had held many years. 

He entered the shoe business in 1882 
as a representative of Buell & Son, 
Waterville, N. Y., and later represented 
several other manufacturers while trav- 
eling in twelve states. One of the first 
members of the Indiana Shoe Travelers, 
he wrote many articles for trade pub- 
lications. Before his illness, he was a 
member of the I. O. O. F., and also a 
member of Roberts Park Methodist 
church. 

Services were held in Greenfield, and 
burial was in Worthington, Indiana. 
He is survived by two daughters, four 
brothers, two sisters and two grand- 
children. 





New Worcester Juvenile 


Store Opened 


WoRCESTER, Mass. — Talman’s Juve- 
nile Shoes has been opened recently by 
Charles Talman at 6 Pleasant St., here. 
Mr. Talman is a graduate of Dr. Wil- 
liam Scholl’s American School of Prac- 
tipedics. He chose to specialize in the 
correct fitting of children’s shoes be- 
cause he believes it to be “the most 
neglected branch of shoe fitting.” 





ali el eal lie ‘di ilieliaalll 


Cuban Sandals 


Style £1000 


THE ARNOFF SHOE COMP. 
101 Duane Street, New York, N. Y. 





Innersoles 


“~~ I eee eli lin eect ail tel ie td 





If customers’ good-will be your goal, 
Give them Newflex Innersoles. 





oe cee 


Women's Shoes 
Easiephit Shoes for Busy Feet 
IN STOCK 

Attractive, hand turned, com- 


fort shoes for work or home 
wear. 


No. 554 
Write for Catalog 


ABBOTT SHOE CO. No. Reading, Mass 
ESTABLISHED 1855 








. stimulating talk on patterns, 








Spaulding London Plant 
Maintains Normal Production 


RocHester, N. H. — Former Gov. 
Rolland H. Spaulding, of the Spaulding 
Fibre Co., manufacturers of Spaulding 
shoe counters, has revealed that the 
London plant of the firm is maintain- 
ing normal production, and goods ship- 
ped from the local factories are cross- 
ing the Atlantic with little or no loss. 

Mr. Spaulding said products valued 
from $10,000 to $15,000 are being ship- 
ped to England regularly each month, 
and only one shipment has been lost 
enroute thus far. 

No word has heen received from the 
Spaulding plant in Paris since the Nazi 
conquest, 
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Men’s Styles Influence Children’s Shoes 





Bootmaker Finish, Military Types Seen as Important Develop- 
ments in Children’s Shoes for Fall, at Meeting of the Chil- 
dren’s Shoe Style Committee at Style Conference 


New York.—The influence of men’s 
styles on Fall shoes for children (girls’ 
as well as boys’) emerged as a domi- 
nant note of the meeting of the Chil- 
dren’s Shoe Style Committee at the 
Waldorf - Astoria Hotel, New York, 
Tuesday afternoon, April ist. This 
meeting was held in connection with the 
semi-annual Style Conference, spon- 
sored by the National Shoe Retailers’ 
Association, coincidently with the 
showing of American Leathers by mem- 
bers of the Tanners’ Council. George 
Geuting, of A. H. Geuting Company, 
Philadelphia, presided as chairman of 
the committee. 


The types of shoes which should be 
in every children’s shoe department for 
Fall were listed by Mr. Geuting in the 
following erder: moccasin (all types— 
including Norwegian); saddle oxford; 
ghillie; kiltie tongue; elasticized pump 
in all heel heights; open toes, made 
over open toe lasts; colonial pump. Dis- 
cussion as to the relative importance 
of the Norwegian moccasin and the 
saddle oxford resulted in the conclusion 
that, while the Norwegian moccasin 
might to some extent replace the saddle 
oxford in some sections, retailers could 
work in both types, selling one or the 
other as an extra pair. 


Miss Ruth Kerr, Calf Tanners’ As- 
sociation, gave an interesting and 
lasts, 
leathers and colors. In the first classi- 
fication she mentioned the growing im- 
portarice of the kiltie tongue oxford 
among high school girls, especially the 
kiltie with a new mannish look. This, 
she said, is a carryover of the buckled 
monk, with further emphasis on a 
covered front effect. The monk, too, is 
expected to continue. Boots—the cow- 
boy boot made over cowboy lasts with 
raised square toes, high square heels 
and ornate decorative motifs; and the 
Wellington boot, made over a shoe last, 
in ‘a more sophisticated version—are 
expected to be novelty shoes for chil- 
dren’s departments, and to enjoy great 
popularity among ‘teen-age customers. 


The influence of men’s styles can 
best be seen in the shoes derived from 
soldiers’ and officers’ styles; witness 
the buckled monk, the plain toe blucher, 
shoes in various shades of tan, the 
highly polished bootmaker look, the 
boot. The bootmaker finish is a develop- 
ment which can be used to great ad- 
vantage in children’s shoes, for it gives 
a high polish and can be used to vary 
the natural or tanned colors of leathers. 
Another important influence is the 
Americana—that of American history 
and traditions; period fashions, includ- 
ing colonial types with silver buckles, 
Indian types, cowboy styles, and trends 


derived from the puritan, Dutch and 
Mohawk Valley traditional costumes. 

In the dressy group pumps and 
elasticized stepins are gaining increas- 
ing importance in smaller size ranges, 
since there is a greater demand for 
them in little girls’ shoes than there 
has been in the past. The boys’ danc- 
ing school pump—in patent leather 
with grosgrain bow—was seen as a 
style which might be important in girls’ 
dress-up shoes. 

Lasts were classified as: the cowboy 
last with square toe and walling; the 
boot last, a military style with rounded 
raised front and round toe; and the 
baby toe last. Miss Kerr urged manu- 
facturers to put the baby toe last on 
a spring or 10/8 heel for the ’teen-age, 
and to sell it with the same last on a 
slightly higher heel—13%/8, for in- 
stance, as another mother and daugh- 
ter fashion. 

Colors for children’s Fall shoes are 
derived mostly from colors to be used 
in men’s shoes, according to Miss Kerr. 
Golden Tobacco (or Sam Browne) is a 
shade which will tone well when 
treated with bootmaker finish. In side 
leather, calf or crushed goat, it will 
take an excellent finish. Toffee Tan, a 
medium light brown, was expected to 
continue in popularity. Light cordovan 
(or Kona Red treated with oxblood 
bootmaker polish) is good in side 
leather, and crushed goatskin. Blue- 
jacket will be good, especially with an 
all-blue outfit and when long stockings 
of blue are worn. Paniolo Tan, a dark 
saddle tan, is especially good in side 
leather, skuffies, alligator trim. Flag 
Red in important in leathers fer cer- 
tain types of girls’ shoes, since the red 
shoe and the red boot are expected to 
enjoy a certain amount of popularity. 


Miss Matilda Taylor, editor of the 
children’s wear section of Women’s 
Wear Daily, also spoke. She stressed 
costume co-ordination as a means of 
selling more shoes, citing the shoe 
wardrobe for children as a way of 
building extra sales. Miss Taylor 
showed four costumes — the classic 
camel’s hair coat; the officer’s coat; the 
all one color costume interpreted in 
sweater and skirt with long hose in the 
costume color; and the “date” dress, 
and suggested the shoes which could be 
sold for wear with each type. 


An appeal by S. J. Brouwer, of S. J. 
Brouwer Shoe Company, Milwaukee, to 
combine style on the outside with 
anatomically correct shape on the in- 
side of the shoes we sell children fol- 
lowed the formal part of the meeting. 
This factor is extremely important, if 
our children are to have good, strong, 
healthy feet. 
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Blind and Invisible settings for Diamond Brand Fast Color Eyelets are 
being used by a steadily increasing number of manufacturers both for men's 
and women’s shoes. The heads of these eyelets are a moulded plastic, there- 
fore, non-corrosive. The barrel is made of Anodized Aluminum. 

In blind setting, no metal shows on the inside of the quarters 

— eyelet flanges cannot rub on the tongue. 

With invisible setting, a flat celluloid head on the inside of 

the quarter instead of metal keeps tongue and laces cleaner. 


Both of these settings are done with the use of standard equipment. 
UNITED FAST COLOR EYELET COMPANY BRANCH 


(UNITED SHOE MACHINERY CORPORATION) 
BOSTON. MASSACHUSETTS 
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SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





SALESMEN for Nationally known Line Athletic 
Footwear, Moccasins; Golf Shoes; Work; 
Riding Boots, also other items featured in attrac- 
tive 42 e catalog. Ideal sideline for men 
with established trade. Straight commission to 
start. Territories open: New York State; New 
Jersey; New England; Some parts of Southern, 
Central and Western States. Address $109, 
care Boct & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





SHOE DEPT: FOR LEASE 


MODERN, POPULAR, to Better Price De 
partment Store in Sault, — Marie, Michi- 
gan, Interested in leasing Shoe Department to 
Shoe Manufacturer or Chain Organization. 
Must be Responsible, Reliable Firm. Address 
#113, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 








LINE WANTED 


INE WANTED for North Carolina, 

Carolina, Virginia, West Virginia, by 
man with established business. Address 
care Boot & Shoe Recorder, 100 East 
Street, New York, N. Y. 








SALESMAN WITH MANY YEARS EX- 
PERIENCE in Wisconsin, contacting Retail 
Shoe and Department Stores. Sold general line 
17 years; last connection with National Concern 
in this territory. Hard worker; knows retail 
trade thoroughly; excellent references, Wishes 
to represent Manufacturer or Jobber of general 
line or popular priced Ladies’ Shoes only. Ad- 
dress #117, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





FOR SALE 


FOR SALE: One ReBuilt X-Ray Shoe Ma- 
chine, recently purchased, price $295.00. Rea- 
son for selling, closing out another store that 
has one. Address—Brownbilt Shoe Store, 108 
West Lockhart Street, Sayre, Pa. 








OPPORTUNITY, HIGH GRADE SHOE 
STORE FOR SALE in Newark, New 
Jersey’s down town busiest shoe street. Brand 
new fixtures and brand new small stock, only 
few months old. No auctioneers. Address $116, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





SIDE LINE SALESMAN WTD. 


gus MONEY-MAKING SIDELINE for 
salesmen calling on Chain also better class 
volume shoe stores. Fast selling, small pocket 
sample. Phone or write LAUBER COMPANY, 
INC., 225 West 34th Street, New York City. 











POSITION WANTED 


THOROUGH RETAIL SHOE MAN, 

desires change; 36 years old; 15 years’ 

experience, with second to none ability 

to BUY, STYLE, SELL, AND 

PROMOTE. Will go any State, 

Address 119, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 








BEST PRICE PAID FOR SHOE 
STORES AND SURPLUS STOCK 


ALSO PURCHASE GENTS’ FURNISHING AND 
CLOTEING AND OTHER MERCHANDISE 
HENRY YOUNG 
1055 Summit Ave., Bronx, New York 
Topping 2-5895 





] 4M AN ORTHOPEDIC SHOEMAN, at 
present Assistant Manager. For private rea- 
sons I like to change. My age, 29; my experi- 
ence 5 years on the bench; 9 years on the 
fitting stool, with supervision of the merchandise 
and { am looking for a responsible ition in 
the corrective shoe field. Address $120, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 


OMAN, 35, to learn good paying work. 

Did Closing, table work. Will travel. Ad- 
dress £118, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


was YOUR SALESMAN DRAFTED? [ll 
replace him for the year. Good shoe man; 
Sold shoes on road for years. Also experienced, 
buying, merchandising cheap and medium priced 
footwear of all kinds. Best of references. 
Wholesale or retail. Addres £115, care Boot & 
yg 3 Recorder, 100 East 42nd St., New York, 














“TJ Am An American Day” 


President Roosevelt has issued a 
proclamation designating Sunday, May 
18, 1941, as “I Am An American Day.” 
The President urges that this day be 
observed as a public occasion in recog- 
nition of those citizens who have at- 
tained their majority or who have been 
naturalized within the past year. 


Collier Opens New Store 


PETERBOROUGH, N. H. —William Col- 
lier has opened a new retail shoe store 
in the same quarters on Main street 
where Robert E. Walbridge formerly 
operated a similar establishment. 


Ed Hall Joins Talbert’s 


Fort WAYNE, IND.—Ed Hall has been 
named assistant manager and buyer 
of Talbert’s, 924 Calhoun St. He has 
been associated with shoe business in 
Fort Wayne for a number of years. 





MANUFACTURERS—RETAILERS 

SURPLUS STOCKS 

wi for cash complete shoe stocks. 

Branded or Ba gy SE prices. 

Write, wire or phone. 

BARSH & CEASAR 

19 N. Feurth St. Philadelphia, Pa. 
Phone Market 1666 








WE BUY 


and Retail 
hees such as 
Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 
a R VIN BUBIN 
“The House of Jobe” 
89 Reade st. Cor. Church 
Phone Barclay 7-7887. New York City 








SHOE STORES WANTED 


FOR CASH 
Men's, women’s, children’s shoes retailing 
from $5.00 and up.. Short term leases as- 
sumed. W: 


confidence to 
A. L. BARIS, oa. 


BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request. 








Buyers of Surplus Stocks 


We will surplus or entire stocks of shoes 
PRA A. A. AF retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. , 


106 Duane St. New Yort 
Phone WOrth 2-5377 and 5378 

















Opens Baltimore Sales Office 


BALTIMORE, Mp.—Cambridge Rubber 
Company have opened a sales office in 
the Keyser Building, corner of Red- 
wood and Calvert Streets. J. S. Weare, 
sales manager of the Maryland and 
Massachusetts factories, is now located 
in Baltimore. 





pavable in advan 





For all other advertisemen 
When a box number is desired twelve words should be added for the address. In all 


Re eeeeaete: & 640 an tak hy nse of 46 work. 


CLASSIFIED ADVERTISING RATES 


and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
classified ts the rate is 7 cents per word. 


a eine ha be aie Bale: Leuk’ ellen. cn Welder of the wack peossdina gubliective. “= 


Minimum charge, $1.25. 
other casee each word of the 
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MERCHANTS’ NEEDS 





MANY SHOES HAVE SCUFFLESS HEELS 


OFFER YOUR CUSTOMERS A 


A crushed kid, like the model below by 
Charles Meis, walks off with sales. It is 
y , adaptable, and equipped with 
Seufless “Pyraheel” for lasting good 
looks. Because its heel will not gash, 
bruise, crack, or peel, women recognize 
it as a real town or country white—a 
two-purpose investment. Check your 
white stocks for this sales-clinching 
feature — Scuffess “Pyraheel” plastic 


NATIONAL FOOT HEALTH 
WEEK April 21-26 


DURING 


NOW the customer can ac- 
tually see the bottom of her 
feet while standing on the 
ARCH - O - SCOPE. Also 
makes a recorded impres- 
sion of both feet simultane- 
ously. 


CALL 
* 
WIRE 
* 
WRITE 
* 





FOR 


THE ARCH-O-SCOPE SALES CORP. 
1328 Broadway New York City 


SELLING PLAN 





/ 
Vl (tS 


//1 lf [ ‘S 


NEWSPAPER, 


—If you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A monthly matrix service of carefully 
written copy, photographs and beauti- 
ful art be “for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clip- 
ping Service 


Actual newspaper tear sheets of ads 
of shoe stores 

Siar Ga dillc > Ge or 
leave the selection to our advertising 


ADVERTISING 


i ee Advertising at Home 
Advertising Is an interesting study and 
repares you to write more effective 
jetters; to on nt a larger vocabu- 
tom to comprehend the sales and 


ms of a business, 
Sn to be, defily In 0 potion 
business development 


— 


VINCENT EDWARDS & CO. 


World's largest advertising service 
organization 


342 Madison Avenue, New York City 

















Stores Win Display Awards 


CLAREMONT, N. H.—The United Shoe 
Store and Powers’ Shoe Store were an- 
nounced as winners of awards in the 
Spring window dressing contest spon- 
—_ by the Chamber of Commerce 

ere. 


heel covering. 


Aes Ypeaiyy Jeufles 


“Gyachecl » 


Egan U.S. PAT. OFF. 


E.. DU PONT DE NEMOURS & CO. (INC.), PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 





Abe Gilblom 


CuicaGco, ILu.—Abe Gilblom, mem- 
ber of the Chicago Shoe Travelers 
Association and representative of the 
Bourbeuse Shoe Co., Union, Mo., died 
April 4. He had been ill for sometime. 
Funeral services were held April 7. 


Button Shoes Make 


Front Page News 


Detroit, Micu.—Old-fashioned high 
button shoes rated a three-column story 
with photo on the front page of the 
Detroit Free Press recently. Occasion 
was the appearance of William G. 
Woolfolk, president of the Michigan 
Consolidated Gas Company, serving De- 
troit, before a public body, and his pic- 
ture in the paper wearing the old but- 
ton style. 

Readers began a flood of phone calls 
to the paper, and inquiry disclosed that 
Woolfolk, who is a leading figure among 
Detroit business men, still sticks to the 
old style. Queried by reporters after 
the situation drew attention, his only 
statement was, “I get an even tension 
on my ankles with buttons that I can’t 
get with laced shoes.” 

The paper reproduced a picture of the 
Woolfolk shoes on the front page. 


Walter A. Standish 


ORANGE, N. J.—Walter A. Standish, 
78, on the road for twenty years for 
J. L. Sommer Mfg. Co., Newark, died 
recently at the Fifth Avenue Hospital, 
New York, after an illness of three 
weeks. Previous to his connection with 
this company he sold shoes for about 
30 years. 

Mr. Standish was born in Norwich, 
Conn., where he was educated. He 
was a member of Ocean Hope Lodge, 
F. & A. M. He is survived by a daugh- 
ter, Mrs. A. Kenneth Starkweather, 
and a granddaughter, Barbara, of 
Orange. 

Services were held at the Colonial 
Home, East Orange. Interment was in 
Norwich. 


Open New Balcony 
Department 


MONTGOMERY, ALA.—N. A. Berginer, 
president of A. Nachman’s, Montgomery 
department store, announces the open- 
ing of a new women’s shoe department 
on the balcony. Carl O. Still, formerly 
of Pensacola, is manager, and Donald 
E. Berger, formerly of Detroit, is assis- 
tant manager. 












[48] 


1940 Production 
Shows Decrease 


WASHINGTON, D. C.—A summary of 
1940 production of boots, shoes and 
slippers, other than rubber, has been 
issued by the U. S. Department of 
Commerce, Bureau of the Census. The 
total production of these types of foot- 
wear for the United States was given 
as 404,151,472 pairs, a decrease of 
19,984,939 pairs, or 4.7 per cent from 
1939. Production of men’s dress shoes 
decreased from 76,429,010 pairs in 
1939 to 72,731,770, or 4.8 per cent, in 
1940. Men’s work shoes increased 8.5 
per cent, from 27,324,283 in 1939 to 
29,651,060 in 1940. 

Production of youths’ and boys’ 
shoes was given as 15,276,152 in 1940, 
a decrease of 9.4 per cent from the 
1939 figure of 16,858,233. Production 
of women’s shoes, 151,944,366, also 
showed a decrease of 9.4 per cent from 
167,696,777 pairs produced in 1939. 

Production of misses’ and children’s 
shoes was 40,750,126 pairs in 1940, de- 
creasing 7.4 per cent from the produc- 
tion in 1939—43,989,956 pairs. Produc- 
tion of infants’ shoes was 21,749,553, 
9.7 per cent less than the figure 24,- 
084,973 produced in 1939. 

There was an increase in the pro- 
duction of athletic shoes, part-leather 
and part-fabric shoes, all-fabric shoes, 
and slippers and moccasins for house 
wear. Athletic shoe production was 
given as 4,454,451, 15.5 per cent ahead 
of the production figure for 1939, 
3,857,177; part-leather and part-fabric 
shoes showed a gain of 31.5 per cent, 
the figure for 1940 being 9,481,545, and 
for 1989, 7,208,567; all-fabric shoe pro- 
duction went up 29.5 per cent, produc- 
tion in 1940 being 6,395,341; and in 
1939, 4,937,230; production of slippers 
and moccasins gained 1.5 per cent, with 
1940 production at 46,386,602; and 
1929, 45,694,672. 

There was a decrease of 5.4 per cent 
in production of beach sandals, from 
4,570,779 in 1939 to 4,324,140 in 1940. 
And production of all other footwear, 
including barefoot sandals, theatrical 
footwear and other footwear not dis- 
tributed as to kind, declined 32.2 per 
cent, from 1,484,754 in 1939 to 1,006,- 
366 in 1940. 





Gallagher Named Head 
Of Local Order 


MiaMI, Fua.—Robert E. Gallagher, 
managing director of three juvenile 
shoe departments, all owned by differ- 
ent interests—the Lorraine Children’s 
Bootery, Miami; Fairyland, Inc., Miami 
Beach, and the children’s shoe depart- 
ment in the Yowell-Drew Co., Orlando 
department store, was recently in- 


stalled as Exalted Ruler of the Miami 
Lodge, of the B.P.O.E. 

Mr. Gallagher is also vice-president 
of the Miami Merchants’ Association 
and a member of the Kiwanis Club of 
Miami. 
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SUMMER STYLE PICTURE: Delicate leathers and light 
colors in summer footwear focus attention on the need 
for a box toe that blends smoothly at the tip line, yet 
forms a firm, accurate toe unit. 


TRIM ON THE FOOT—Celastic brings style to the eye in the neat smartness it gives 
the toe. Celastic brings comfort to the foot by eliminating wrinkled toe linings. 





THE QUALITY 
SOx tue TRUE TO THE LAST — Celastic reproduces the lines of each pair of lasts—accurately 
—smoothly. By maintaining toe contour, Celastic preserves the design of the last 


maker in each MATCHED PAIR. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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TIME FOR BAREFOOT SANDALS 
‘a : and 
PLAY OXFORDS 


Sturdily made of carefully 
selected ‘leathers, these two pat- 
terns by Green will stand up to 
all the rough, tough treatment 
lusty youngsters can give them. 


No. 370 White Elk : 
pees Since there will be a steady de- 


No. 372 Brown Elk 


* =, “A mand for these types for the 


Skipper next five months, you'll need not 

No. 2005 White Elk only high quality but prompt, 
de 9 ap So accurate stock service. And 
never has Green’s ability to de- 

liver been more apparent or ap- 

preciated than it is right now! 


GREEN SHOE MFG. CO. 


960 HARRISON AVE., BOSTON 





